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& 6 Papier | 
7 fe Assortments 


“ Fa One of these assortments will 
Paremem fill the needs of your locality. 


Assortment No. 1 
(7 reels) 
175 ft. No. 2/0 TensoSRP* 
125 ft. No. 3/0 Lock Link SRP 
200ft. No.3 TensoSRP 
75 ft. No. 2/0 Machine BRT 

100 ft. No. 80 Sash Chain SRP 
200 ft. No. 0 Brass Safety 
200 ft. No. 16 Double Jack SRP 


Assortment No. 2 
(6 reeis) 
175 ft. No. 2/0 TensoSRP 
@ 125 ft. No. 3/0 Lock Link SRP 
75 ft. No. 2/0 Machine BRT 
75 ft. No. 2/0 Elwel Coil BRT 
250 ft. No. 80 Sash SRP 
250 ft. No. 100 Sash Coppered 








Assortment No. 3 
(5 reels) 
mai 175 ft. No. 2/0 TensoSRP 
fm 125 ft. No. 3/0 Lock Link SRP 
fay 150 ft. No. 2/0 Passing Link BRT 
Me 75 ft. No. 2/0 Machine BRT 
aa 250 ft. No. 80 Sash Coppered 





Assoriment No. 4 
(4 reels) 
175 ft. No. 2/0 TensoSRP 
Rem 150 ft. No. 6 Pump Hot Galv. 
@ 150 ft. No. 2/0 Elwel WellSRP 







Assortment No. 5 

| (4 reels) 

‘3 #74 175 ft. No. 2/0 TensoSRP 
#125 ft. No. 3/0 Lock Link SRP 





Most of your customers know that they 
want chain—but they haven’t the least 
idea what size or style. Put one or two 
of these displays where the customers 
can see and handle the chain. Then 
reel off the length they want. i 

Several different chains can be dis- 
played as well as sold from this compact 
rack—on a floor space of 174 square feet. 

Your jobber can furnish ACCO Chain 
Racks with any assortment of chains 









Assortment No. 6 
i (4 reels) 
weg 525 ft. (3 reels) No. 2/0 Tenso 
iy . 











250 ft. (1 reel) No. 1 TensoSRP 
*SRP is cold galvanized 


















you wish. 






AMERICAN CHAIN COMPANY, Inc. 


BRIDGEPORT, CONNECTICUT 


WORLD’S LARGEST MANUFACTURERS OF WELDED AND WELDLESS CHAIN 
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Goop TOOLS 


SINCE 1819 


EXTO wrenches, monkey, pipe and angle are 
strong; they re tough and rugged and they are 
built extra strong where strength is needed. The bars 
and jaws are special high quality steel, so forged as to 


give this extra strength. 


Typical of Pexto wrenches is No. 1 pipe wrench illus- 
trated above. In finish it is the equal of any wrench 
on the market. Its special features are the high grade 
material and the special care that go into its manufac- 
ture. A wrench built to stand the gaff. 


Send for catalogue covering complete line of Me- 
chanics Hand Tools. 
Se eee Pexto Wrenches and all other Pexto Tools are always 


Attractive Metal Display Stand hand- 

somely lithographed in full color. A : A 

“Silent Salesman” for counter or win- in stock at your jobbers. 
® 





dow. Sent on request. 





H. ers Wrenches 
Chisels THE PECK, STOW & WILCOX CO. Snips 
Pliers SOUTHINGTON, CoNN., U.S. A. i iis 


Screwdrivers " 
Dent Removing 


race Makers of Good Tools since 1819 Tools 


Pruning Shears 
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for lighting. 


e All over the country there 
are buildings equipped 
throughout with Westing- 
house Fans, sold by dealers 
who recognized the advan- 
tages of the easiest selling 


line of fans on the market 
. . . who benefited by the 
Westinghouse features and 
Westinghouse prestige. 
Right now in your 
territory . . . there are build- 
ings under construction that 
are going to need ceiling 
fans. Sell Westinghouse Ceil- 


Westinghouse 


Fans 





1. The distinctive West- 
inghouse Rotaire. 

2. The Westinghouse 
36-inch Ceiling Fan. 

3. Westinghouse52-inch 
Ceiling Fan arranged 


.. AND WESTINGHOUSE OFFERS A COMPLETE LINE 


THERE IS WESTINGHOUSE CEILING FAN 
BUSINESS IN 









ing Fans for these buildings. 
It is profitable, big volume 
business. 

The line of Westinghouse 
Ceiling Fans includes the 
distinctive Rotaire .. . a 16- 
inch fan adapted for ceiling 
mounting, that revolves in a 
complete citcle five times a 
minute. It includes standard 
ceiling fans in 36- and 52- 
inch sizes and ceiling fans 
arranged for lighting. 
WestrINGHOUSE ELECTRIC & Mra. Co. 


Merchandising Dept. Mansfield, Ohio 


Westinghouse 

Bie CTA ic 

APPLIANCES 
For tf 


HOME 


Laé 


"ONE SELLS 





YOUR TERRITORY 

































Tune in the Westinghouse Program every Sunday Evening over 
KDKA, KYW, WBZ and other stations associated with N. B. C. ink 


THE OTHERS. 











err 


ws Ral Aeiiboiuiibae « 


IN nc STI iy 


ARERR A sar 
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GENERAL 
GENERAL 







General Sickle Grinder 


No. S-30 


An exceptionally high quality machine—at an 
unusually low price to make it a fast selling profit 
maker for you! 

Extra heavy sturdily built for long hard usage. 
Improved sickle holding attachment. Accurate- 
ly machined gears and pinion. Genuine vitrified $A 00 


Price Only 


“4 


fast cutting full sized sickle cone. Sharpens six 
sickle sections without reclamping. Weight 
packed, 15 pounds. 


Sickle Grinder with 
Tool Wheel 


No. S-35 


Net Each 





Extra Sickle Cones Extra Grinding Wheels 





The same as No. S-30, equipped with an 
extra tool grinding wheel 4xI!/4 inches, 


fastened on the shaft extension provided 
for this extra assembly. This useful com- 
bination supplies a "universal" grinder 
for the complete range of farm require- 
ments, 


oy $4.67 


These sickle cones are made from the highest 
quality abrasive minerals, fully vitrified, with 
clean sharp cutting edges, perfectly bevelled, 
true running. 


No. SC-3 (Smaller Size)— 
3x3! inches, securely mounted on tf, 
inch bore iron bushing 
For S-30 and S-35 mnie Seed 80c each net 


No. PSC-5 (Large Size)— 
5'/ax3/ox4; recessed 2 sides, 3!/x54; |p 
inch bore, leaded. 
For P-65 model.............. $1.50 each net 


These wheels are for general utility use under 
any conditions—will stand up under the most 
severe abuse—fully vitrified—highest quality 
abrasive. 


4x|x¥g —for No. SK-4 .......... $ .94 each net 
5xIx¥ —for No. SK-5 .......... 1.28 each net 
bxIx34 —for No. SK-6 .......... 1.64 each net 
7xIlx¥g —for No. SK-7 .......... 2.06 each net 
4xI"/4x',—for No. S-35 .......... 1.08 each net 


6xI'/,x/,—for No. P-60 and P-65. 1.88 each net 





Order these fast selling items from your jobber NOW! 
240 N. MILWAUKEE STREET 


GENERAL GRINDER CORP. MILWAUKEE, WIS., U.S.A. 
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Why NotSell MVE R 


gGELF-O -OILING 


§' REGISTERED TRADE ING 














She Line With 
Fhe Sales 






The business of water is a 
business of many requirements. 
Installation, volume, discharge, 
motive power, economy—all are 

important factors in water ser- 
vice. 











Dealers who sell and install 

Myers Self-Oiling Power Pumps 

and Water Systems have the sat- 
isfaction of knowing that the 
Myers Line affords every oppor- 
tunity to meet customer demand 
with dependable Myers units for 
individual needs. 
















With a capacity range of two 
hundred and fifty to ten thousand 
gallons of water per hour, with 
styles for both deep and shallow 
wells powered by motor, engine, 
wind or hand, few indeed are the 
calls for pumping equipment 
which cannot be successfully 
filled from the Myers Line. 






















And when a Myers Pump or 


Water System is installed, the ! , 
user becomes a Myers booster in FIG2 3 46 
his locality. s ° aa Awe oe 
The important Spring Selling Baa) k F 7 ~ pe 
Season is here. We solicit your i? , ee ole \y i 
inquiries. PO a ae ls a —’ 
THE FE. MYERS & BRO.¢o. ae ae Tite fore \ 
LAND, OHIO. | 
ASHLAND SUMP AND HAY TOOL WORKS a _ A. : 
Frases J , 
Tak dé 
SD MYERS DOOR HANGERS 4 


PUMPS FOR EVERY PURPOSE -WATER SYSTEMS-HAY TOOLS-DOOR HANGERS 
















































Harpwar_E AGE for APRIL 2, 1931 














HARDWARE AGE for APRIL 2, 1931 


The quality i is there | 
~~ and 


the profit 





making TRIMO 

an Ildeal 

hardware dealers 
bet 


There is nothing untested or du- 
bious about a TRIMO wrench from 
the manufacturing end or the 
selling end. This all steel wrench 
with its unbeatable flexible frame 
TRIMO design is bound to be your qual- 
ity leader no matter how many 
kinds of pipe wrenches you stock. 





ie 
if 
4 
A 
. 


Your reputation and your pro- 
fits can be safely trusted to this 
extra strong, extra safe wrench. 


all steel IRIMO pipe wrench 


Made by Trimont Mfg. Co., Roxbury 
(Boston), Mass., makers of TRIMO pipe 
tools, pruning shears, TRIMO Fergu- 
son Bumping Tools, TRICROME Cut- 
ter wheels—all of them quality tools. 
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emi Ww shiVeE POE SU GNSS. BY 


RUSSWIN. 





ERM aia 





In the creation of modern hardware 
for monumental office buildings, 
municipal and public structures, 
RUSSWIN keeps pace with all that 
is new and authentic in architectural 
thought and design. Enriched by al- 
most a century of intensive creative 
experience, RUSS WIN is today the 


acknowledged originator ofhardware 


ORE ERIS I 








in the modern school . . . hardware 


that is distinctive in its expression of 


fae Set SERS Ee AG Teh 


4% ACTUAL SIZE good taste, striking appearance and 
true individuality. In addition, 
RUSS WIN hardware. .. made of the 


finest base metals, brass or bronze... 


mah y 


oa ane 1" 


gives a life-time of satisfaction and 


For the architect's conven- 
ience, RUSSWIN hardware 
is illustrated and described 
in Sweet’s Catalogue . . 
Pages C-3700; C-3775 


trouble-free service. The design 
shown is one of the latest RUSSWIN 


creations in the modern spirit. 








. a” DISTINCTIVE 
This advertisement is appearing in such HARDWARE 
mediums as Collier's, House Beautiful, Amer- - : 
ican Home, Christian Science Monitor, 
etc.—read by millions of people monthly, 

















RUSSELL & ERWIN MANUFACTURING COMPANY (THE AMERICAN HARDWARE CORP., SUCCESSOR) 
New Britain, Connecticut New York Chicago London 
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NEVER BEFORE AT SUCH A PRICE! 


Solid-brass, 30-foot Spray. R er T A R VY 
LAWN 


SPRINKLERS 








HERE are sure-shot sellers for every . 
customer with a patch of lawn or 
garden! These new-design, brass 
sprinklers give amazing performance 
for the lowest price in history. Noth- 
ing to rust. Long service. Good profit 
margin. Order now. 





Spike Lawn Sprinkler (rotary) 


This sprinkler will water a circular area 30 
feet in diameter with a fine, evenly distributed 
spray. The spike permits the sprinkler to be 
pushed into the ground, keeping it stationary 
while in operation. Solid brass throughout. 


Catalog No. H-254 


Packed in folding cartons of 12—12 cartons to 
the shipping case. Weight—18 lbs. per gross. 


Priced to retail at 20 e 


SCOVILL MANUFACTURING COMPANY 
WATERBURY. CONNECTICUT 
Display room and offices: 280 Broadway, New York City 





Multiple Lawn Sprinkler (rotary) 


Several of these multiple rotary sprinklers can 
be connected by short lengths of hose to water 
a lawn from one faucet. Each sprinkler waters 
a 30-foot circle evenly. The arched base holds 
sprinkler in position. Will not tip over. Fits 
any standard hose connection. THREADED 
END CAP WITH EACH SPRINKLER. 
Catalog No. H-253 


Packed one dozen in folding carton—12 cartons 
to the shipping case. Weight—32 lbs. per gross. 


Priced to retail at 
oy Fy he 
atte. i > 


eovill 












ee oe Tee 
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REG. U. S. PAT. OFF. 


UST stop and consider that there 


is an ever growing demand for 
good grinding wheels in the 
smaller sizes. 

Be prepared to meet this de- 
mand coming from the garage, 
the small repair and machine 
shop—the home work shop— 
and dozens of other sources. 

In Carborundum-made grind- 
ing wheels you can give them 
any standard size—and grit— 
to meet their grinding needs. 

Fast, clean cutting wheels 
that hold their shape, show long 
life. 

It surely will pay you to stock 
these wheels. 

And to make your sales easier 
we will gladly supply you with 
the metal lithograph panel to 
display a fast selling wheel 


assortment. See illustration. 


[ Send for the details ] 


REG. U. S. PAT. OFF. 


Anytime You Want to Increase Your Sales of Grinding Wheels — 


Carry CARB 
and ALOXITE BRAND 


ORUNDUM 











‘CARBORUNDUM o§ ALOXITE 
" Grinding Wheels . 


© 








THE CARBORUNDUM COMPANY. Niagara Falls. N. Y. 


CANADIAN 
CARBORUNDUM 
c O., Bt 
NIAGARA FALLS, ONT. 














Sales Offices and Warehouses in 


New York Chicago 


Philadelphia Cleveland Detroit 
Cincinnati Pittsburgh Milwaukee 
Grand Rapids Toronto, Ont. 





REGISTERED TRADE MARKS OF 


CARBORUNDUM AND ALOXITE ARE 
THE CARBORUNOUM COMPANY 








» COUPON «= 


THE CARBORUNDUM COMPANY 
Niagara Falls, N. Y. 


Send me full details regarding your wheel assortments. 


Name 





Address. 
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BE READY WITH SARGENT SCREEN DOOR HARDWARE 





One Screen Door 
Latch and Lock No. 
OB5973TC. Bronze or 
brass front. Right or 
left hand. Wrought 
bronze or brass es- 
cutcheon. 414"x 14". 
Easy acting; latches 
every time door closes 
and can be securely 
locked from inside. 


One Sargent “Quick 
and Quiet” Door 
Closer No. 520. Will 
fit any door opening 
out or opening in and 
opening either to 
right or left, without 
change. Can be ad- 
justed to close door 
rapidly or slowly 
without slamming. 
Built to give satisfac- 
tory service for years. 


























One pair Butt Hinges 
No. 500, 3”x3”. Old 
brass finish on cad- 
mium-plated cast 
iron. Highly rust- 
resisting. Made to 
last a lifetime. Extra 
butt at slight addi- 
tional cost. 





















For CONVENIENCE in your selling and 
for your customer’s convenience in 
buying, Sargent packs this complete set 
of screen door hardware in one box. 
All necessary items are included — 
screws, butt hinges, latch and lock, and 

e “Quick and Quiet” Door Closer. 
This method of packing helps you to 
increase your unit sale without bother. 
Each item may be stocked and sold 
singly, if you wish. All the pieces live 
up to the high Sargent standards of 
material and workmanship. It’s not 
too early to stock Set No. 500, or any 
of the individual pieces that you will 
need. Householders will be needing 
them soon. Fly-time. will be sales-time 
for you! Sargent & Company, New 
Haven, Conn.; New York; Chicago. 
Belleville-Sargent & Co., Ltd., Belle- 


ville, Ontario, Canada. 


SARGENT 


LOCKS AND HARDWARE 
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Telescopic 
Rod No. 7 
814 and 91% 

feet long 





ee 
Pal 











Db Sine 


oes 
be 
bo 


* 4 e 
_ Good Fishing Tackle at Popular Prices 
i Many people fish only occasionally and want to economize in 
: buying fishing tackle. 
; UNION Hardware Rods and Reels come in grades and prices 


to suit ALL classes who fish. 


Steel Rods for every kind of fishing—Split Bamboo Rods 
both for fresh and salt water use, with an especially attractive 
assortment of surf and salt water rods which are in great 
demand—also a fine variety of the best selling types of fresh 
water reels. Our New No. 7500 Level Winding Reel is going 





No. 150 Fly Reel 


A high grade Trout reel, single action over big. 

with click, light weight frame and 9 ° 

spool, strongly made. 2 sizes: 60 and There’s a good profit on every item. 

80 yard capacity. Nickel plated or a 

Sa ae Sey aes eee Se ee, Your jobber will supply you. Send for New Catalog No. 13. 


It describes the complete line of Rods, Reels and Sundries. 


CAROWARE ong ) 


Reg. U. S. Pat. Off. 





No. 7225 - No. 7500 
A_ level winding reel of quality. 7 4 
Nickel plated, satin finish. Quadruple e+ woneiive alae an alee. TORRINGTON, CONN. 
multiplying with click. A well bal- able bearings on both ends of spool. ’ fi 
ae ae Free — Balanced double handle. This reel is Established 1854 Incorporated 1864 
an lurable. pacity 80 yards. strictly individual in design. Capacity 
Packed one in box. 80 yards. Packed one in box. New York Office 151 Chambers St. 
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installation... . 


FoldeR- Way equipment and 
- compound 
Key Veneered Doors 







“ Quality leaves 
tis imprint” 






West End House, 
Boston, Mass. a = 
FoldeR-Way 

ment here inc - 
salidirecs harduare 
and R-W Compound 
Key Veneered doors 





This is a “de luxe’’ partition door installation, and it is a com- 
plete R-W job throughout. It enables two or more small rooms 
to be thrown open into one large room; makes possible the 
large room to be quickly converted into several small ones. . . 


Ly | - Y quickly, easily, noiselesely. 


R-W FoldeR-Way equipment folds and slides partition doors to 
nse adenine either side. This equipment operates smoothly and gives contin- 
tion of R-W Compound Key ued trouble-free service. Every inch of space is utilized and every 
peskas caopen, aan architectural need is met by FoldeR-Way equipment. 


k tical ‘ 
namamiicon a er weed Consult an R-W engineer about any type of doorway problem. 


method of applying veneer. No door is too large or too small for R-W service. Write today 
These famous doors are now 
made exclusively and sold only for Catalog No. 43. 


by R-W for FoldeR-Way 


~ R chards-Wilcox Mfg. ©. 


“A HANGER FOR ANY DOOR THAT SLIDES” 





AURORA, ILLINOIS, U.S.A. 
Branches:. New York Chicago Boston Philadelphia Cleveland Cincinnati 
Indianapolis St.Louis New Orleans Des Moines Minneapolis Kansas City 
a Los Angeles San Francisco Omaha Seattle Detroit Atlanta 


Richards-Wilcox Canadian Co., Ltd., London, Ont. Montreal Winnipeg 
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Says the PENNSYLVANIA Gardener: 








You ll save*in the long run 


aD 
with le 





New Full-Color PENNSYLVANIA 
Gardener Display, 29”x42” 








other garden tools, too 


“Here’s how: Just stand this brand-new, 
full-color mounted display of ‘Yours truly’ 
in the back of a window full of lawn 
mowers and other garden tools and supplies. 
Then watch the crowd gather! No, sir, you 
can’t find a better selling combination than 
a gardener in a garden window!” 


This attractive, new Gardener display is 
yours for the asking, as is our complete 
1931 package of other “Dealer Helps,” in- 
cluding attractive new car cards, new 
counter or window display cards and a new, 
two-color, 16-page booklet for mower users 


on care of the lawn. 


In writing, please be sure to give your 
jobber’s name and the names of any 
PENNSYLVANIA bfands you carry, to- 
gether with a proof of any imprint desired 
on this advertising material. 


Primos, Delaware County, Pa. 


We Do Not Sell to Catalog Houses 


“Sure, ’'m a lawn mower 


specialist, but I can sell 


999 


PENNSYLVANIA LAWN MOWER WORKS 
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¥Y ‘APPROVED! 


ae BY THE KEENEST 
\ “ BUYING BRAINS IN THE 
) COUNTRY 



















RIVETS 


that drive easily ... clinch Jf 
smoothly and are . 





DEPENDABLE 


Finer materials, more exacting workmanship, greater skill in fabrication make a superior product. That's why 
our Tubular and Split Rivets are better than average. You can sell them in the knowledge that their driving 
and setting qualities are correct, that they will do efficiently the job they are supposed to do, and bring 


your customers back for more. 


TUBULAR RIVET 
& STUD COMPANY 


Boston Mass. 










Le largest fi 
y.in the wo 
ed to ¢t 






eee ee 














HARDWARE AGE for APRIL 2, 1931 























FLIES are back again! 
SCREEN HARDWARE 


—is the sales leader 


Activity in this type of hardware in the spring and early 
summer months is a certainty. The first mild days see 
the flies back for a long stay and builders and home owners 
= know that it requires quick action getting their screens 
eat alt hung to check the advance of these germ-laden pests. 


Natienal 


‘Screen Hardware embraces a full line of combination sets 
and units—a line that represents advancement in design 











No. 79 SCREEN to simplify installation. Put National equipped screens 
AND STORM SASH HANGER 


up and the job is done—no adjustments needed. 


Today is the time for you to join as a dealer 
in this fast-selling line of Screen Hard- 
ware. A card will bring full particulars. 


NATIONAL MANUFACTURING COMPANY 
STERLING ILLINOIS 


















National a x 
makes hardware to serve every building purpose |S PRSERae es eee a 
—a complete line. The items below are all big —— § v 
; 
sellers: a ‘ 
SLIDING DOOR HANGERS —_- HALF SURFACE BUTTS 7 ] 4 
SLIDING DOOR RAIL MORTISE BUTTS (a8 
GARAGE HARDWARE ORNAMENTAL HINGES ae. 
DOOR LATCHES CUPBOARD TURNS a 
SCREEN HARDWARE SASH LOCKS i i 
STRAP AND TEE HINGES SASH LIFTS 4 
; 









































No. 80 SCREEN AND 
SASH HANGER 





No. 11 os 
SCREEN AND STORM DOOR SETS No. 81 SCREEN HANGER 
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A DISTURBING QUESTION 


POPULAR. [our ° 
so 0) ENCE jytesaih TeECECIVES 


Ye Ete 


ill You Lose Your Job. 
Because of A N CW Machines : a 

















By 
MICHEL MOK 


N ENGLISH watchmatker’s appren- . 
named Joba Kay, in 1736, . 
invented a fyi a v 
5 is was the firs 
modem labor-saving device and with its 
0 
: fuven. 7 \ 


. Wis.., 


haced r 
, Kay in the _ 
‘development of bur-53 VIN, ee 
. jenny. W is Was ’ ; = Ww 
English corton factories .; a we a \ 
ie ee A Se 4 
American manufacturer mained we. ‘ A. ‘ 
Smith, president of the + ~ an F ¥ : 4 
ag ag tga I c) Denil rae if ‘ 
on Milwaukee 0 ‘ all 
“' 7 - H ie? a * ol 
1f0Us wns uul ste  e ' 
ui re OMe . ‘ . 7 
' 





rT TBR are disturbing possi- 
bilities suggested to the man 
who works with his hands in the 
headline of the lead article of Pop- 
ular Science Monthly for March. 


And a reassuring answer in the Zs uc hey 
Nicholson File Company adver- 5 = 
tisement which fills page 103. | 














’ 
Millions earn 
Nicholson File Company adver- th 
tising is noted for the timeliness of money wit 


its appeal. For the way in which NICHOLSON Z OLDING their own. in a 


it ties in its copy with the edi- mechanical world, millions 
make money using Nicholson 


torial columns of the magazines. Py Files. 

‘ The money paid to men who 
Because of the timeliness of the i enough to buy the nese. 
copy and the consistency of its ap- Bt ele ss So eee 


pearance, Nicholson File advertis- | _ the luxuries, too. 
i i Bie Millions use Nicholson Files 
ing will make money for hundreds F(R bess shes tool have dene 


of hardware dealers this year. ) |) @B onstrated again and again their 
Aye capacity for removing the great- 

est amount of stock with the 

least effort on the tiers part 


NICHOLSON FILE CoO. 1 Ber Bair iee ne crak co. 


Provid (R19. S: A. Your hardware or mill su 
re : 7 dealer carries Nicholson Pee 


NICHOLSON FILE COMPANY 


Providenc:, R. 1., U.S. A. 


A FILE. FOR EVERY PURPOSE 
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Again Shows the Way 


with a Revolutionary New .22 Cartridge of 
Higher VELOCITY, Longer RANGE, More POWER! 


.-. made Possible by Western’s Exclusive New 


DOUBLE ACTION 
fe 


POWDER 








Always leading in ammunition improve- 
ments that mean dollars in dealers’ pockets, 
WesTERN now shows the way by taking the 
.22 cartridge out of the pop-gun class and 
making it a real he-man cartridge! .22 Short, 
.22 Long, .22 Long Rifle, .22 W. R. F. 


The long-range Super-X .22 has an average 
of 50% greater power and 26% higher ve- 
locity! Longer range! Super-penetration! 
Better wind-bucking! Improved accuracy! 


Even with its extra power and velocity it is 
not an overloaded cartridge. WesTERN's new 
DOUBLE ACTION POWDER takes care 
of that. Super-X .22’s can be used with 
safety in any standard rifle in good condition. 


The gleaming NICKEL-PLATED case and 
GOLDEN Lubaloy greaseless bullet make 
them sell on sight. Non-Corrosive priming 
and smokeless powder keep the rifle clean, 
free from rust! 


All Western Shotshells now have 


NON-CORROSIVE PRIMERS 


The famous long-range Super-X shotgun 
load, the all-round popular-priced Xpert 
shell, and Western's Field, Minimax and 
Record shells are now loaded with NON- 
CORROSIVE PRIMERS —free from 
the moisture-attracting and rust-produc- 
ing chemical deposits sometimes left in 


the gun by old-style primers. 

A practical, non-corrosive primer for shot- 
gun shells is now a reality! It assures a clean, 
glistening gun bore, free from rust or corro- 
sion. But more than that, it assures a bigger 
demand than ever for WesrerN shells. More 
profit for WEsTERN dealers! 


Look to Western for the NEWEST in Ammunition! 


WesTERN’s outstanding developments have 
a definite cash value for dealers. WesTeRN 
Lubaloy center-fire rifle and pistol cartridges 

ive the shooter matchless accuracy, uni- 
Fnniey and cleanliness. The Lubaloy (lubri- 
cating alloy) bullets provide extra protection 
for the gun. There's a Lubaloy cartridge for 


Printed in U. S. A. 








every rifle, pistol and revolver. If you want 
to sell more ammunition, sell Western. 
Write for complete details of Western Non-Corrosive 
shotgun shells, Lubaloy cartridges and the new .22- 
caliber long-range Super-X cartridges. Sold by leading 
jobbers everywhere. 


WESTERN CARTRIDGE COMPANY 
455 Hunter Ave., East Alton, Ill. 
Branch Offices: Jersey City, N. J.; San Francisco, Cal. 


Colorful Super-X .22 Display 


Free to dealers. Size: 40x36 inches. Beautifully 
lithographed in 8 colors, with the giant cartridge in 
its natural silver and gold. Write for one and boost 
your .22 sales! 
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Sell the genuine 
‘BRAN 


Nore Ames Shovels 
are sold than 
any other kind 
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PACKED 
WITH GOOD 
PROSPECTS 


Wor telephone is not 
the place to make sales—but 
it is a wonderful help in 
starting them. 

Your notebook should be 
full of customers’ names— 
and with them should be 
telephone numbers. Take 
time to call them—ask them 
questions — tell them some 
“‘news” and ask them to drop 
in the store. 

Window display or any kind 
of advertising you do works 
better with your telephone 
backing it up. 

If young salesmen and 
saleswomen used the tele- 
phone to help business as 
well as they use it to make 
“dates” it would be the most 
valuable help in the store. 

I mentioned your note- 
book—I am studying one of 
my old ones. And every 
name brings back memories 
of sales that the telephone 
number helped. 





Every one is interested in 
the real values of quality in 
service. There is some real 
news of interest in the story 
of what each ATKINS Saw 
and Tool will do. 

It will pay you to make 
some “dates” over your tele- 
phone to show these better 
values. And it will pay you 
to study what to say and 
what not to say in starting 
sales this way. 

The next time you go to 
your telephone think what 
customers are on the other 
end and how best to attract 
their attention. 


L§ 





ASKING THE RIGHT QUESTIONS 


c. 


No. 65 
Ship Point 


Anoruer of Atkins 
most popular patterns. 
Same saw as Atkins No. 53, 
except straight back. SIL- 
VER STEEL, Damaskeen 
finish, embossed and pol- 
ished applewood handle, 
Perfection Pattern that pre- 
vents wrist strain. Made in 


both regular and ship pat- 
terns. 


































No. 65 comes in 18, 20, 
24 and 26 inch lengths, 


This saw can be sold 
where quality, workman- 
ship and good results are 
wanted, and at a price that 
will pay you a good profit. 


There is a best in every- 
thing and in Saws—it’s 


ATKINS. 


It might help you to read 
“Atkins Saws on the Farm.” 
We will send you a copy 











I- you can answer the Six Questions that Sam Sayles asks in this article next 
week, you are well on the way to greater profits. They are “the right” questions 
alert hardware merchants ask and have answered in the form of larger and more 
profitable saw sales. They will appear in the April 9th issue of Hardware Age. 
Look for them. 

W ould you like to receive the complete series of Sam Sayles talks? Send us your 
name and business connection, and we will put you on our FREE mailing list. 
Of course, there is no obligation. 


without charge if you write 
and ask us. 
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INSURANCE GRIST FOR THE 


MAIL ORDER MILL. Sears Roebuck 
& Co. have formed the Allstate Insurance Corpora- 
tion, and will now sell automobile insurance—fire, 
theft, property damage, liability and collision—by 
mail. It will not insure trucks or commercial vehi- 
cles at this time, but may later on. The Sears 
Roebuck stores will not sell policies nor solicit in- 
surance business, the present plan being to do the 
selling entirely by mail. © 

Most of us have had the idea that insurance is 
something very difficult to sell in any way except 
through personal solicitation. The mail order house 
evidently takes a different view of the matter. Be- 
lieving that insurance can be sold by mail, the mail 
order house adds it to its stock, the idea evidently 
being that whatever can be sold by mail is logically 
mail-order material. 

It might be well for the hardware trade to do a 
little more thinking along similar lines. There is 
more than a grain of truth in the saying: “anything 
is hardware that can be sold at a profit in hardware 
stores.” Economic changes have made many for- 
mer hardware lines or items obsolete. These lines 
and items must be replaced, or there is a loss of 
both volume and profit. The merchant who makes 
no effort to replace lost lines may eventually find 
himself squeezed out of business. 

Likewise, with the present trend he must, in 
choosing replacement lines, endeavor to obtain 
items of high unit value to offset numerous sales 
of low unit value. We are not advocating that a 
hardware dealer should handle automobile insur- 
ance, but there is food for considerable thought in 
this new venture of our old competitor, the mail 
order house. 








NO BED OF ROSES. [na recent radio 
address, Dr. Julius Klein, Assistant Secretary of 
Commerce, commented on “the unfortunate ten- 
dency to regard storekeeping as an easy way of 
making a living. Simply an affair of making pretty 
piles of goods in windows and on shelves, tying up 
neat packages and extending the glad hand to cus- 
tomers.” He went on to say that “practically every- 
body seems to believe that he or she would be a 
great success in running a retail store, just as most 
of us think we could run the other fellow’s job better 
than he does, no matter what it is. 

Undoubtedly, Doctor Klein is right. Such a ten- 
dency does exist and, unfortunately, it is fostered 
by some wholesalers seeking “volume,” and some 
manufacturers attempting to create new outlets for 
their goods. The tendency to regard the running 
of a retail store as am easy way to make a living 
could be lessened materially if all wholesalers and 
manufacturers, when approached on the subject of 
opening stores, would thoroughly explain the dif- 
ficulties to prospective storekeepers, and advise them 
earnestly and honestly concerning the venture. 

A retail store must always fill a need; if no need 
exists, a new store only presages failure. Knowl- 
edge and efficiency are absolutely necessary to suc- 
cess in merchandising today. Therefore, to en- 
courage an inexperienced, untrained person to open 
a retail hardware store is almost criminal. It means 
practically certain failure for the prospective store- 
keeper, loss to his sources of supply, demoraliza- 
tion of some local market and loss to the other 
merchants of the community. 

Instead of encouraging newcomers in the retail 
hardware field, all factors in the hardware industry 
should cooperate in giving to the public a true 
conception of what modern merchandising means. 

It is partly. our fault that people regard hardware 
retailing as “an’easy way to make a living.” 
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Are You 


TEMPTING Your Customers 


to Buy from You? 











EOPLE feel poor this year . 
they don’t want to spend. . . they 
want to SAVE! 


It’s your job, friend Retailer, to CON- 
VINCE them that they can SAVE 
at YOUR store . . . in other words, 
TEMPT them with “specials” to buy 
from you. 


One good customer of ours, Mr. 
Charles Smith of Squires Hardware, 
at Mt. Carroll, Illinois, AGAIN in- 
creased his business AND HIS 
PROFITS IN 1930. 


Here is how he did it . . . he offered 
“specials” at regular intervals. Once 
he bought 50 dozen 12-qt. Galvanized 


Pails . . . filled the window full of 
them and displayed all week a big 
price tag reading “Saturday Only .. . 
9c”. . . and on Saturday every pail 
was sold. (Mt. Carroll has a popula- 
tion of 1,806.) 


AGAIN he bought 100 gross of 
Clothes Pins . . . dumped them in the 
window like hay, with a big price tag, 
“Saturday Only . . . 7 dozen for 10c” 

. and sold everyone of the 100 
gross on Saturday. 


This stunt meant a loss of about $5.00 
and yet $50.00 would not have bought 
as much advertising. He KEEPS ON 


‘CONVINCING his customers .. . 


they BELIEVE he sells for LESS. 


We accept our responsibility to supply Selling Stunts... 
Special Merchandise ... Advertising Matter ... to aid 
Retailers who buy their regular lines of hardware from us. 





Co-operate with the Wholesaler Who Co-operates with You 








HIBBARD, SPENCER. BARTLETT & ©, 


211 EAST 


WATER ST. 


SHI SAS CO 
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How 


Behrer Gets Store Traffie 
in a College Town 


HEN Harry J. Behrer 


opened his hardware 

store in State College, 

Pa. (so named because the 
State College of Pennsylvania 
is located there) in 1922, he 
believed that several carefully 
selected side lines of merchan- 
dise, other than hardware, would 
prove profitable and increase 
store traffic. He therefore de- 
voted a small space in the store 
to a stock of cigars, tobacco, 
candy and chewing gum—com- 
modities many people buy daily. 
He also installed gasoline 
pumps in front of the store, be- 
lieving that in his location (sev- 
eral blocks from the business 
center, but on a principal thor- 






oughfare) considerable gasoline 
and oil business could be at- 
tracted from passing motorists. 

During the past year he aver- 
aged approximately 3000 gal- 
lons a month. As is apparent, 
this increased the store’s revenue 
by about $150. Sixteen other 
establishments in the town sell 
gasoline. 

The monthly sales of tobacco, 
cigars, candy, etc., average about 
$140. Because Mr. Behrer has 
agreed to handle but one brand 
of gasoline and oil, he is allowed 
an additional 2c. per gallon, 
making his margin aggregate 5c. 
per gallon. 

Mr. Behrer says once a cus- 
tomer, especially a man, ac- 





Harry J. Behrer’s 
Store in State Col- 
lege, Pa. is a 
modern store in 
its appointments 


quires the habit of dropping in- 
to the store daily to replenish 
his supply of smokes, he will not 
readily change to another source 
of supply. In his own words, 
“Tt anchors them to the store.” 

He was careful to point out, 
however, that sales of hardware 
items were increased. Likewise, 
he declared, handling gasoline 
and oil makes better business in 
automobile accessories. The lat- 
ter are displayed on open tables 
directly in front of the candy 
and cigar counter. When a mo- 
torist who stops to buy gas runs 
into the store for a cigar, the 
display of automobile acces- 
sories compels attention. 

State College normally has a 
population of 8000. Of this 
number, about one half are stu- 
dents of the college. 











26 


HARDWARE AGE for APRIL 2, 1931 





They Concentrate 
on their Tool Selling 


E hear much these days 

about the merits of con- 

centrated buying, but 
less about the advantages of 
a similar plan in selling. The 
R & B Hardware Co., Inc., 
2308-10 Third Ave., New York 
City, has found that concentrated 
selling is just as important. 
Working on the theory that it is 
better to intensively cultivate a 
specific group of prospects than 
to attempt to secure part of 
everybody’s patronage, this firm 
has built up an exceptional busi- 
ness in tools. The plan is sim- 
ple. It resolves itself into di- 
recting all selling effort accu- 


rately toward the point where it 
will have the most effect. This 
is how it works: 


Cater to Union Men 


The store caters almost ex- 
clusively to members of the 
building trade unions. This ef- 
fort is further centralized by the 
fact that no attempt is made to 
encompass all types of union 
building mechanics. Instead, 
the patronage of union _brick- 
layers and carpenters is aggres- 
sively sought and won. The keen 
interest the firm manifests in 
union activities serves to win the 


tool business of members. 


R & B Hardware Co., 

New York, find union 

men make long trips 
for their service 


Strange as it may seem, the store 
has many union member cus- 
tomers who live in far distant 
sections of the New York area. 
Most of these customers are in- 
timately known to the store’s 
sales force and are greeted with 
such personal salutations as, 
“Hello! Bill—How’s the family? 
Where have you been for the 
last week or so?—-We missed 
you.” 

Few hardware stores in small 
towns are on more familiar terms 
with-their customers than are the 
proprietors of this New York 
store. Mack Rosenberg and 
William Bernstein, the two part- 


This Is the R & B Store which Caters to the Tool Trade 
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ners, have made it a point to 
make many friends, and in do- 
ing so have made many cus- 
tomers. The former long held a 
card as a union plumber. It is 
his practice to attend “open” 
union meetings and often speaks 
before such gatherings. In the 
meantime he is making new ac- 
quaintances among members of 
the various union organizations. 
Union officers know that Mack 
Rosenberg is willing to aid them 
in any possible manner. Mem- 
bers also realize this. It is 
natural that they would prefer 
to patronize a firm evincing 
genuine interest in organizations 
that are so vital to their welfare. 


Carry Mostly Tools 


Little merchandise other than 
tools is carried by the store. A 
woman customer is a rare visitor, 
but men coming to buy tools en- 
ter in a steady stream. Rela- 
tively few customers reside in 
the immediate vicinity of the 
store. Salesmen are coached to 
develop a friendly manner. The 
partners are firm believers in the 
idea that a real smile and a 
cheery greeting will beget more 
business than a long face denot- 
ing a sour disposition. 

Tool problems are invited and 
the firm takes pride in its knowl- 
edge of this line. Often, when 
speaking before union meetings 
and in advertising matter, union 
men are urged to bring their tool 
problems to the store. . All of 
the well known makes of quality 
tools are carried. Prices are al- 
ways reasonable. Word travels 
quickly among union men and 
most of them have long since 
learned that R & B will have the 
right tool at the right price. 

Frequently, circulars. featur- 
ing “specials” on tools at bar- 
gain prices are either passed out 
at union meetings or an an- 
nouncement is made concerning 








the occasion. For such events, 
tools and related items having 
a wide appeal and of known 
value are offered at low prices. 
Another form of advertising 
which is considered very eflec- 
tive by the firm is the distribu- 
tion of free work caps. These 
are made of orange colored ma- 
terial with the store’s advertise- 
ment imprinted in black both 
front and back of each cap. The 
caps are purchased in quantity 
lots for about 6c. each. 

Everyone who wants a cap 
gets it without questioning of 
any kind. The more caps being 
worn, the better. 

Book matches, bearing the 
firm’s advertisement, are also 
used. As souvenirs for the recent 
opening of their expanded quar- 
ters, leather key cases were pre- 
sented to store visitors. 


Only Eight Years Old 


Although the store was estab- 
lished only eight years ago, its 
business increased so rapidly 
that it soon outgrew its former 
quarters. Just recently an ad- 
joining room was acquired which 
almost doubles the amount of 


floor space. The former sales 
floor is now being used for sur- 
plus stock, while the new room 
is devoted to display. The open 
display method is used through- 
out. Most of the fixtures were 
designed by the firm and are 
both practical and inexpensive. 
Tools are so arranged that it is 
easy for customers to handlé and 
examine them. No barriers pre- 
vent or discourage the close in- 
spection of any sample. Even 
the use of glass has been avoided, 
as it is believed that showing 
samples under glass would have 
a retarding tendency on sales. 
Aisles are of ample width for 
heavy store traffic and encourage 
“looking around.” 


Let °Em Think 


Salesmen are instructed to 
wait until the customer requests 
them to wrap up the purchase. 
Often, when the customer may 
have other needs in mind, wrap- 
ping the first article selected, 
on the assumption that it is all 
that is wanted, has been found 
to “kill” second sales. Where- 
as, if the patron is given the op- 
portunity to look around or to 
fully express his needs, other 
sales will more likely follow. 
The sales room is relatively 
small, being roughly 25 x 40 
ft., but business is brisk and 
tool sales are large. Perhaps 
this is best exemplified by the 
fact that seven salesmen are re- 
quired to serve tool buyers. 

As an aid to keeping the sales 
force well informed and in mak- 
ing them more efficient, trade 
publications are closely  fol- 
lowed. Six constant readers of 
Harpwake AGE are on the firm’s 
sales force. On many occa- 
sions, articles appearing in the 
trade press have prompted gen- 
eral discussions that are deemed 
to have been extremely benefi- 
cial. 
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Every Week in Hardware Age 


ERE are two window ar- 
rangements that are 
extremely simple in con- 


struction, requiring very little in 
the way of equipment, and yet 
they are effective from the stand- 
point of display and selling ap- 
peal. 

The tool window above is 
built with the aid of four boxes 
that are easily obtainable around 
the average hardware store, a 
work bench, three show cards 
and the merchandise. 

The boxes may be covered 
with a bright orange or other col- 
ored material affording a strik- 
ing contrast for the items dis- 


played thereon. It might be well 
also to use orange covering for 
the panels on the background, 
thereby tying up the component 
parts of the window. 

While this window displays 
tools exclusively, other related 
items may be introduced in the 
spaces unoccupied. Do _ not 
crowd this, however, as the dis- 
play has more pulling power if 
the composition here shown is 
maintained. 

The cutlery window will re- 
quire a little more time and care, 
due to the number of pieces that 
require sampling. These panels 
may be utilized in the store after 


the window display has served 
its purpose. Many of the items 
shown here coming, as they do, 


Hardware Age Readers 
displays like the four 
lished during March. Our 
starts on these pages--- 
designed speeially by 
appear eaeh week, 
merchandise. This is 


Watch For 
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Two Original Window Displays 


in boxed sets, are ready for designing this display. The decoration to complement your 
placing in the window, and this Harpware AGE interchangeable _ packages. 


fact has been kept in mind in fixtures are used here, but the 
window man can easily approxi- _«——¢———» A convenient 





> ees a display board 
mate the arrangement with his amet tg use with 


own materials. The lettering this window 


demanded more window . ; ant 

Quality Cutlery” is done on 
original displays pube- = compoboard and cut to shape. 
answer to this demand The matter of color will be 
Two window displays determined here by the boxing 


of the line you use. If the domi- 
Hardware Age will : , 
nant color of the boxes is orange, 


featuring seasonal _ jou will note, very likely, that 


Number One of a series. _ ‘he printed matter on those boxes 
is done in blue. The reason is 


that blue is a complementary 


THOSE TO FoLLow color of orange, so you may ee a te weg 


safely choose blue as the color of with small nail. 
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Douglas Dowell, 
display manager 
for Kimball-Up- 
son Co., Sacra- 
mento, Cal., says 
the above display 
increased clock 
and watch sales 
for the 1930 pre- 
Christmas season 
300 =per_ cent 
above 1929 fig- 
ures. A good 
aluminum dis- 
play very mod- 
ern yet simple is 








at the left. The f 
giftwares display * 
of W. J. Pettee & ; 
Co., Oklahoma 
City, Okla., is ‘ 


also in this classi- 
fication. The win- 
dow on screening 
from _ Dresslar 
Hardware Co., 
Los Angeles, Cal., 
is very graphic. 
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No. 
H 


Dinnerware 
$0.00 


There’s a sprightliness and 
gayety about this dinnerware 
that’s pleasing. Its cheerful- 
ness brightens the whole 
room. A more _ interesting 
and cheerful dinner set would 
“7 hard to find for one’s ta- 
e. 


Lemonade Sets 
$0.00 


Cool, refreshing in appear- 
ance, these lemonade sets are 
in colors new and popular. 
Set consists of pitchcr, six 
glasses and tray. 


STORE NAME 


54444444444444444444464 


+4444 








How to Order 


If you have local stereotying 
facilities, request the complete 
sets of mats of all the adver- 
tising illustrations of these two 
pages, enclosing your check for 
$1.25. If you need mounted 
cuts order them by number given 
under each cut, listing the num- 
bers in a column. Figure the 
charge of 35c. for each cut when 
less than ten cuts are ordered ; 
when ordering ten cuts or more 
figure the charge at 30c. for 
each cut ordered. Enclose check 
with order, lease—this saves 
bookkeeping for small amounts. 
Send all orders to 


HARDWARE AGE 
ADVERTISING FEATURE 


239 West 39th Street 
New York City 
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Now Is the Time to Advertise 
Poreh and Lawn—These Ads Have 
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| PROTECT 
© YOUR . 
HEALTH. 


No. 17 Fans $0.00 
Summer household goods 


Freezers $0.00 

A (Brand Name) pe oe as — refrigerators, When days are hot 
n, electric ans, ice cream 

Freezer makes the freezers, oil stoves, etc. pro- 4nd sultry turn on 
best and smoothest mote comfort and_ protect the electric fan and 
cream that can be your health during the torrid work jin comfort. 


days—they are necessities. 
made. Be sure to (Store name) supplies them Kinds for office and 
have one. as no other store can. home. 


Awnings $0.00 Refrigerators $00.00 
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Baked _ en- 
amel lining. 
Double walls, 
tinned woven 
wire shelves 


Get them up; 
sun is getting 
hotter each 
day. We 
carry a large 
stock—in all 
standard 





_ 
: 


Sy 


mo 
{iazet 
= Wl 
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and galvan- 
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ized steel ice 
chambers. 
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Summer Items for the Home—the 
Been Chosen to Bring Big Results 


 aRaannennnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnaas: 
































,’ 


Summer Oil 


Give your porch the air of welcome—comfortable “welcome,” so 
to speak. Have your porch shaded with awnings and your lawn 
with summer furniture, including, of course, several hammocks 


and garden swings. 


COUCH 
HAMMOCKS 


Many years of comfort 
is in every one of these 
couch hammocks. All 
R angle steel frame, fitted 





Stoves $00 


Cooking at its best is dis- 
agreeably hot during the 
summer months, but you can 
reduce the discomfort to a 
minimum by using a (Brand 
Name) oil stove. Its strong- 
est bid for your favor is the 
slight expense it entails 
while giving you all the com- 


fort and convenience of a gas 
range. 


STORE NAME 


with wire link fabric 
springs. Ends of couch 
are constructed so they 
will not pull away from 
canvas. A rich looking 
couch in bright colors. 























(Items and prices for couch hammock) 


FINE LAWN 
SWINGS 


Lawn swing made of steel 
and hardwood. Noiseless and 
safe. Seats, platform and 
arm rests made of hard- 
wood. Natural finish. Very 
special at this low price for \ 
this sale, $00.00. te LLL“ 



































' Play Ball!!) 


> So much depends on the $§ 
equipment of a_ baseball 
team that too much stress 
cannot be laid upon the ne- 
cessity of purchasing base- 
ball supplies where’ the 
goods are of the highest 
quality. Such a store as ours 
is surely a safe place for the 
baseball loving man and boy 
to come for his supplies. 


No. H13 


LAWN SETTEES 


Full size, well built, finished 
in green, with and without 
arm rests. Note the low 
prices we are asking for 
such high quality. 














(Items and 
Prices) 


STORE NAME AND ADDRESS } STORE NAME} 
- : > 
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(Items and prices for lawn settees) 
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Chicago 








Assoeciation’s 
Model Store 









Permanent Exhibit 











Windows will be _ retrimmed 
weekly to teach merchants the 
art of display. 











HICAGO has a Model 
Hardware Store which dif- 
fers in many ways from 

other exhibits of its kind. To be- 

gin with, it is sponsored by the 

Chicago Retail Hardware Associ- 

ation, which maintains its offices 

in special rooms at the rear of the 


















store. Also, unlike most so-called View from 
model stores, it is planned and wa we rciapeecet 
E i rrangement 
maintained as a permanent ex- oa be —— 
“1: . requent to 
hibit, where retail hardware mer- een pace 






chants may at all times see the with trends. 
latest in merchandise, methods, 
arrangements and display. In ad- 
dition, a window display service dows changed weekly in order chants in proper methods of win- 
is to be maintained with win- to assist retail hardware mer- dow trimming. Photographs of 
the windows will, by special ar- 
rangement, be published in 
HarpwarE AGE for the benefit 
of dealers everywhere. 
In order to be easy of access, 
the store is located in Chicago’s 
famous Merchandise Mart, and 
on the 14th floor, which is oc- 
cupied almost exclusively by 


firms engaged in the manufac- 
(Continued on page 63) 
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Rear view showing arrangement 

of heavier items. The store will 

function as research laboratory 
for hardware merchants. 














HarpwareE AGE for APRIL 2, 1931 








Ganzer Answers Some Questions 
on STORE PLANNING 


Number 8 
of a Series 
by JOHN H. 
GANZER 





URING the time these 

articles have been run- 

ning in HARDWARE AGE, 
a number of questions have 
been asked. Most of these ques- 
tions come up so frequently that 
I will answer them as best I 
can before going on with the 
other store planning chapters. 


Question | 
Why is it that some stores 


which have been remod- 
eled and refixtured fail? 


That’s a tough one. Yet we 
have all seen stores go ahead 


and spend a lot of money put- 
ting in new fixtures and then 
have seen the business either 
gradually die off or just “flop.” 

In my opinion, the main rea- 
son is because many of these 
merchants expect too much from 
their new fixtures. They get the 
mistaken idea that new fixtures 
and a model store arrangement 
is all that is needed. 

This is not true any more than 
that a beautiful building makes 
a successful bank or a fine fish- 
ing equipment a successful fish- 
erman. 

Back of it all we must have 
sound management. Sound man- 
agement must include a_bal- 


anced organization. Good buy- 
ing. Good selling. Good finance- 
ing. 

When you realize this, it is so 
easy to see that after all store 
fixtures and store arrangement 
methods are tools of manage- 
ment, and the more skillfully 
they are used the greater the re- 
sults. 

I have seen some merchants 
buy fixtures and never sample 
the display doors for two and 
three years after they were in- 
stalled. Others have sampled the 
new fixtures up nicely and then 
sold many of the samples when 
the stock was low. This practice 
is all right, but the minute new 


It is easy to see why customers like to shop in this store where everything is plainly priced and 
easy to buy. No waiting, no hunting for merchandise, just see what you want and buy it. 
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stock is received, the samples 
should be replaced. 

It takes a real boss to watch 
all these things, and the boss 
who will do it is worth his weight 
in gold, whether he is running 
his own store or managing these 
important details for some one 
else. 

A good set of tools does not 
make a good mechanic, and a 
fine set of fixtures or a beautiful 
store does not make a successful 
merchant. 


Question 2 


Should all classes of mer- 
chandise be placed on 
open display counters? 
Decidedly no. Some items will 

sell to better advantage from a 
showcase or from a wall display 
case. It would be fool hardy 
for a jeweler, for example, to 
place high-class jewelry on open 
display counters. Yet Wool- 
worth sells jewelry that way. 

Certain classes of merchandise 
requires a setting to sell it that 
offers more protection than open 
display counters. 

Micrometers and other high- 
class precision tools and many 
items connected with the cutlery 
department can better be sold 
from an attractive display back 
of plate glass. 


of precision tools, F. J. Prince, 

window decorator for the West- 
ern Iron Stores Co., Milwaukee, 
Wis., achieved an almost perfectly 
balanced result. The precise place- 
ment of the tools shown won the ad- 
miration and attention of mechanics, 
with whom exactness is a habit. 

The center portion of the back- 
ground was covered with Fuchala 
crépe paper, while designed crépe pa- 
per was used in strips at either side 
of the background. Tools shown on 
this elevation were first arranged on 
individual cards, inscribed with the 
stock number of the tools. The cards 
were then placed on the elevation and 
spaced apart with red rick-rack braid. 
Red bronze crépe paper covered the 
floor. 


| arranging this window display 


Open display counters do their 
best job in selling those items 
that do not require any sales- 
manship. The customer sees the 
item, sees the price, and buys it. 


Question 3 


Is it desirable and does it in- 
crease sales to have the 
price prominently dis- 
played with each item? 
The price is just as important 

in the successful display as the 

merchandise itself. 

In times past many merchants 
have felt that the price should be 
kept a secret as long as possible. 
They reasoned that making the 
customer ask the price gave them 
an ,opportunity to tell the sales 
story about the item and make 
the sale. 

The result is that the average 
person today feels that when the 
price is not shown it must be 
high, or at least it is no bargain. 
They want bargains today, and 
the merchant who makes his cus- 
tomers feel he is giving them 
bargains and yet is retaining a 
reasonable profit for himself, is 
sure to win. 

Put price tags on all merchan- 
dise in plain, bold figures. It is 
a practice that will pay you well, 
and be sure the price tags are 
neatly lettered and legible. 





This Display Won the Admiration of Tool Users 





Question 4 


Can I build my store fixtures 
cheaper than I can buy 
them from the regular 
fixture houses? 

In a few instances it can be 
done, but I personally know of 
several instances where mer- 
chants have paid almost as 
much, and in a few instances 
paid more than factory built 
equipment would cost and did 
not have nearly as satisfactory 
a job. 

When deciding on how to have 
this work done most econom- 
ically and yet in the best pos- 
sible manner for your store, it 
is well to consult with your 
wholesaler and also talk it over 
with the store fixture firms that 
specialize on hardware store fix- 
tures. Find out just what it will 
cost each way, and it will then 
not be hard for you to decide on 
the best course for you to follow. 

By bringing the experience of 
these outside men to your store 
arrangement and store fixture 
problems you can avoid many 
of the mistakes that have been 
made by others with stores simi- 
lar to yours. 

Some stores carry such a large 
stock in a limited floor space that 
our next article is going to be 
devoted to this type of store. 
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The 


TIME 








SALES 


ID you ever stop to con- 
D sider the part that time 

plays in making the sec- 
ond sale to a customer? Twenty 
years ago I would have laughed 
at any man who even insinuated 
that there is an exact time to 
suggest to a customer the pur- 
chase of an additional article. I 
would have considered him a 
crank, a bug, or a parlor sales- 
man. However, the passing years 
and a few hard knocks have 
changed my viewpoint. Besides, 
I’ll confess that I have seen the 
tests made, and know that it is 
not theory. One of the largest 
retail stores in this country made 
a test covering thousands of cus- 
tomer transactions, and definite- 
ly proved that there is an exact 
time at which to suggest the sec- 
ond purchase. That time is from 
36 to 60 seconds after the first 
sale is made, and before the 








Element 


article purchased has been 
wrapped, or the change handed 
to the customer. 

In other words—when the in- 
itial sale has been made, the 
salesman should write the item 
down on the sale 
slip, place the 
article ona 
piece of wrap- 
ping paper, take 
the money, if 
offered, and 
then make the 
suggestion for a 
second sale. 
There are sev- 
eral reasons for 


using this par- 


ticular method. When the first 
sale is made, the customer is 
in a buying mood. He is in 
the midst of an _ incompleted 
transaction and therefore open 
to suggestion. Now—if you 
wrap up his purchase and hand 
it to him with his change, you 
automatically close the transac- 


SIXTH of a series 
of short articles 
for the man on the 
sales floor. ... .- 


NEXT Week’s 
article: “The Cash 
Value of Knowing 
People.’”’ 





tion, and the customer balks at 
the thought of going all through 
the operation again. 

Any sales effort put through 
after the first sale is definitely 
finished, must be discounted at 
least 50 per 
cent. You must 
go back to the 
beginning, and 
get attention, 
arouse interest 
and create de- 
sire all over 
again. 

When a man 
comes in for a 
cleaning rod, 
sell it to him 
and immediately suggest those 
second sales according to the 
time scheduled. Then when an 
opportunity for advancement in 
the store comes, it won’t take 
the manager more than 30 sec- 
onds to pick the proper man. 
Your name will stand out in his 
mind along with his profits. 
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LL of us have a 
contempt for 
the fellow who 


cannot take a little 

punishment. These 
spoiled children of prosperity 
who are yelling all over the lot 
because something happened to 
their candy make me tired. No 
man is a good sport unless he can 
take punishment with a grin. 
All of us should get a copy of 
Kipling’s poem “If” and place it 
inside our hats, and read it every 
day. There are a lot of people 
in the world who seem to be all 
right until the going gets to be a 
little hard. Just a touch or two 
of adversity and then how the 
yellow in their characters comes 
to the surface. Fat, pampered, 
lazy wives are now about to go 
on a strike, getting separations 
or divorces because their hus- 
bands are not as good producers 
as they once were. Young lady 
daughters are raising “cain” all 
over the house because they can’t 
buy as many clothes and throw 
money around as they once did. 
Some of these pampered young- 
sters should be locked in a cell 
and put on bread and water for 
thirty days. 

Almost daily you see in the 
newspapers where some fellow 
reaches the end of his rope, 
throws up the sponge and com- 
mits suicide. At breakfast this 
morning I read of a policeman 


An Essay on 


dsood Sportsmanship 


By SAUNDERS 
NORVELL 


here in New York who shot him- 
self just because he was “dis- 
gusted with life.” My judgment 
is that probably he did the right 
thing. The world can get along 
without him. He was certainly 
a poor sport. He used up good 
ammunition and probably was 
not worth it. 


Are We Good Losers ? 


Now, as a matter of fact, 
aren’t these United States mak- 
ing a show of themselves for the 
benefit of the whole world just 
because we can’t have ice cream 
and cake for every meal? We 
can flap the eagle’s wings when 
we have prosperity, but are we 
good losers? Can we stand the 
gaff? I doubt it. Of course 
some situations are pretty tough. 
I hear of such situations every 
day. This week a friend of mine 
here in New York called on me. 
He was the head of a department 
in a large business. He sat down 
at my desk with a grin and told 
me his story. Here in New York 
he has a little apartment con- 
sisting of two bedrooms, a din- 
ing room and a kitchen. He is a 
widower and has a daughter, a 
schoolgirl, who keeps house for 
him. Two weeks ago his brother- 
in-law lost his job. He didn’t 
have a cent saved up, so he and 
his wife and their two children 
moved in the apartment of my 
friend. Then, to cap the climax, 














my friend was advised that his 
services were no longer required 
in his office. He is a middle-aged 
man, and yet, when he dropped 
in to see me he had not lost his 
grin. He had a few dollars saved 
up. There were some jewels and 
other valuables he could sell. 
He was looking for a job, and 
since he called I have heard he 
has secured one. Not as good a 
job as the one he had, not as 
much money, but still a JOB. 
But the brother-in-law is still 
coming around for meals regu- 
larky and has not secured any job 
because he can’t find one that 
just suits him. 


Whew! What Taxes! 


A friend of mine connected 
with the United States Govern- 
ment in an official capacity has 
just returned from England. 
While there he hobnobbed with 
Ambassador Dawes, attended a 
number of important dinners, 
met many prominent Englishmen 
and circulated around generally. 
“Things in England are bad,” he 
told me. “Terribly bad. Taxa- 
tion is something fierce. Take, 
for instance, a man drawing a 
yearly salary of $18,000 and 
paying $6,000 yearly in taxes.” 
Put that in your pipe and smoke 
it! “But,” said my friend, “these 
English are wonderful people. 
No one complains. They can 
stand punishment. They are tak- 
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ing their medicine. Just reiem- 
ber,” said he, “how the English 
are standing up under conditions 
far worse than ours and how 
little complaint we hear from 
them, while look at all the ter- 
rible yapping and howling that 
is being done by the American 
public because their business is 
off from 15 to 25 per cent.” 


Sir Charles Chaplin? 
This friend told me that he 


was in London when Charlie 
Chaplin was there. My friend 
secured seats for the first night 
of Chaplin’s new movie, “City 
Lights.” He stated that it was 
a wonderful audience. Chaplin 
had' bought 200 seats for his own 
friends. Royalty were there in 
boxes. George Bernard Shaw 
was there, so was Lady Astor. 
The place was crowded with Sirs, 
Lords, Dukes, Duchesses, Ladies 
and Countesses. Sir Malcolm 
Campbell, who had just been 
knighted, was also there. He is 
the Englishman who has just 
broken the speed record for auto- 
mobiles, the man who has trav- 
eled faster than any man in the 
world on land. England-always 
takes care of the English. England 
always recognizes courage and 
genius in her sons. The next 
thing we know, when a new lot of 
honors are passed out by the King 
of England, we will lose Charlie 
Chaplin and get a “Sir Charles” 
in his place. Just watch this pre- 
diction. Chaplin was raised in 
London. He went back to see the 
neighborhood of his childhood. 
The poor people in that section 
gave him an ovation. 

Then my friend who had just 
returned from England told me 
some interesting things about 
the movie show. Over in Lon- 
don, as in this country, before 
the main feature was shown, they 
showed pictures of passing 
events. First of all they showed 


a movie of the Prince of Wales 
and his brother somewhere in 
South America. The audience 
rose to its feet like one man 
and cheered. Then there were 
pictures taken in other parts of 
the world. Finally they showed 
a picture of big Bill Thompson 
of Chicago. Bill was sitting at 
his desk chewing a cigar. You 
know, Bill’s stock in trade in his 
campaigns are his personal at- 
tacks on King George the Fifth. 
All of England has read of these 
attacks. All of England wonders 
just what they mean. It is hard 
for them to understand that type 
of mentality which will cast its 
vote for a candidate just because 
he attacks the King of England. 
But evidently from what has hap- 
pened in the past, there are a 
good many morons of this class 
floating around with the voting 
privilege in the “Windy City.” 
“But what happened in that dis- 
tinguished audience when big 
Bill was thrown on the screen?” 
I inquired. “Nothing happened,” 
replied my friend. “The audi- 
ence just froze. You could hear 
a pin drop. No one said any- 
thing. The American Ambassa- 
dor, also from Chicago, was 
present, and the English at least 
are polite.” “But didn’t it take 
some nerve on the part of Char- 
lie Chaplin and the movie peo- 
ple to throw Bill’s picture on the 
screen?” I asked. “It certainly 
did,” replied my friend, “but no 
one seemed to think the less of 
Chaplin for it. They are good 
sports. They gave Chaplin and 
Shaw and Lady Astor a great 
ovation, and afterwards these 
three had their pictures taken in 
a group.” Then my friend told 
me something else that was de- 
cidedly interesting. At the end 
of the show Lord Churchill’s 
picture was flashed on the screen, 
and he made a movie speech. 
He remarked that England needs 


all the tourist trade she can get, 
and the only way to attract tour- 
ists to the country is to treat them 
right. He said the coming year 
‘ngland expects more visitors 
from foreign countries, especial- 
ly from the United States, than 
ever before. “Now,” said he, 
“allow me to deliver this mes- 
sage to the British people. When 
these visitors come, let us all 
greet them with a smile. Let 
them find, at least outwardly, a 
cheerful British nation. We have 
all had our troubles to bear, but 
let us show that the English don’t 
whine about their difficulties.” 
“Then what happened?” I in- 
quired of my friend. “Well,” 
said he, “the audience just ap- 
plauded and cheered.” 


The English Can “Take It” 


Of course, England for gener- 
ations has been a great nation 
for sports. Being a sport trains 
a man to take things cheerfully 
as they come. No good sport ex- 
pects to win all of the golf games 
or all of the tennis matches, or 
all of the horse races. Every 
good sport expects only a fair 
share of the good breaks. He 
does not expect all of them. So, 
while England has lost many of 
her sporting records, while a lot 
of silver cups have been brought 
to this country, still the English 
have not quit playing golf or 
tennis, or having horse races. 
They may have been defeated, 
but they are still playing the 
game. Here in America we have 


developed some _ wonderful 
sportsmen. We have carried 
away many prizes. When it 


comes to winning we are right 
there! As winners I don’t think 
any other nation can compare 
with us. We know how to win 
gracefully. We expect victory as 
the natural and proper thing for 
us. But I am wondering right 
(Continued on page 58) 
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Small Town Dealer Meets 
Every Triek of Utility 


RANT NEWMAN of New- 
man & Son’s hardware 
store at Hampton, Neb., 

made one of the snappiest fights 
for gas appliance business that 
has yet been reported from a 
small town of 400 population. 
A country town of 60 to 70 
families, many in very moderate 
circumstances, does not offer the 
widest possible field for the sale 
of gas ranges at $129 retail. 
Yet Grant Newman got on the job 
and sold 19 high-quality ranges 
at that price against the sharpest 
kind of competition from the lo- 
cal gas company, even though 
the gas company was selling a 
very much less expensive range. 


Ordered the Best 


Grant Newman is a member of 
the town board. He knew there- 
fore when the gas franchise was 
granted because he sat in at the 
meeting. It was an evening 
meeting, so he could do no busi- 
ness that night, but he was at his 
store bright and early the next 
morning, and immediately put in 
a long-distance call to a whole- 
sale house in Omaha. By tele- 
phone he ordered several gas 
ranges and had the shipment 
rushed. | 

“I want the very best and high- 
est quality of gas range you've 
got in the house,” he said over 
the long-distance ’phone. 

“That was perhaps a peculiar 
decision for me to make, when I 
ordered out the highest quality 
and highest priced stoves on the 
market for a little town of 400 
population, especially as I had 


actually never handled a gas 
range in my life. But I decided 
I would sell the very best there 
was on the market or nothing. 
That is my regular method in 
buying goods. I won’t sell any- 
thing but quality stuff. I cannot 
talk two lines. When I want to 
sell a piece of merchandise I 
must first be sold on it myself, 
and I cannot sell myself on any- 
thing but quality goods. There- 
fore I wouldn’t even put in two 
grades of ranges, and I had to 
get $129 for those I ordered. 
Well I got $129 for every last 
one of them; I refused to cut a 
nickel for any one.” 

Now, even though Mr. New- 
man was on the town board that 
granted the gas company’s fran- 
chise, he was still at a disadvan- 
tage. The gas company had been 
so sure of obtaining its franchise 
that its representatives had al- 
ready been canvassing the town 
for two months taking orders for 
ranges. They were contingent 
orders, of course — contingent 
upon the franchise being granted. 
This contingency naturally made 
some people reluctant to order 
ranges and stoves, because they 
felt there would be plenty of time 
to purchase after gas was as- 
sured. Nevertheless the gas com- 
pany got a few advance orders in 
this way before Newman was in 
position to start selling. 


A Lesson in Speed 


Two days after the franchise 
was granted, the utility men had 
machinery in the streets of Hamp- 
ton and were digging trenches 


for the mains. “That was a les- 
son in speed,” said Newman; “it 
pepped me up a bit, and gave me 
a touch of how fast things are 
done by large organizations. I 
realized I -would have to step live- 
ly if I expected to get any of the 
gas range business against the 
competition of people who move 
as fast as that.” 

“This town of Hampton has no 
local newspaper,” he added, “so I 
could do no newspaper advertis- 
ing. I displayed my ranges to the 
best advantage on the store floor, 
and began to canvass. Naturally 
I know .everybody in this small 
town, and I got around pretty 
fast. I talked quality, and left 
advertising literature which the 
manufacturer furnished me 
through the wholesaler; that’s 
about the whole story of how I 
got my share of the business. 


His Share and More 


“While I was selling quality 
ranges at $129, the gas company 
representatives were selling in- 
ferior ranges at $118, and as 
usual, they offered them at 99 
cents down, and a year to pay 
the balance. I don’t know how 
many ranges and appliances the 
gas company sold, as I was never 
much of a hand to mind the other 
fellow’s business. However, I 
am satisfied that for a town of 
this size I have been getting my 
share of the business, and per- 
haps a little more. Right at this 
minute I haven’t even a single 
range left on the floor, and I am 
waiting for some more to come 
in. There are still prospects in 
this town, and I don’t intend to 
let down until all the prospects 
have been followed up for sales.” 


PS 
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Tenk’s Baseball Club Advertises Quincy Wholesale Hardware Firm 


been the means of advertising 


Sie SORING a baseball club has 
Quin- 


the Tenk Hardware Co., 
cy, Ill., in the territory from which 
it derives its business. Under the 
name of “Tenk’s Clippers,” the team 
is now entering its sixth season. 
Considerable publicity results from 
newspaper accounts of the games. 
During the 1930 season, for example, 
bi-weekly news items appeared in one 
Quincy newspaper that reaches 43,000 
families within a one hundred-mile 
radius of the city. The firm is of the 
opinion that the news items are very 
desirable and productive. Persons 
attending the games also have the 


An Exeellent Idea 
for Salesmen 


formerly connected with his 
father’s retail hardware busi- 
ness in Boston, Mass., has recently 
established a display equipment busi- 
ness. His new vocation entails call- 
ing upon many types of retail stores 
and to facilitate these visits he de- 
vised the card which is reproduced. 
It has provision for inserting the 
name and address of the person to be 


([Vemen P. FLATO, who was 


a AD 


name of the team and firm firmly 
impressed on their minds. 

Tenk’s also believe that the game 
of baseball needs the moral support 
of business men, in order that more 
boys will have the inspiration for 
playing the game. 








SEND FOR ME WITH THIS CARD — SAVE A 5¢ PHONE CALL 
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Backgrounds 

Artificial Flowers = x 
Cut-Out Letters 
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Card Holders 
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THEODORE P. FLATO & COMPANY 
164 Lincoln Street, Boston, Mass. or Telephone Liberty 1405 























called upon, as well as the day and 
hour which are most convenient for 
the prospect. The card is 4 x 234 
in., as this is the smallest sized card 
that is mailable, and at the same time 
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While several members of the club 
are not Tenk employees, most people 
assume that they are. No member 
receives any salary as each plays for 
the love of the game. However, 
Tenk’s do defray traveling expenses, 
etc., and provide uniforms. 


is not too large to be carried and used 
as a business card. The reverse side 
of the card is imprinted with the 
firm’s address and no stamp is neces- 
sary for returning the card, as a pos- 
tal permit guarantees that postage 
will be paid by addressee. 

Hardware salesmen representing 
jobbers and manufacturers, in many 
instances, could adapt and. adopt the 
idea advantageously. Dealers who 
employ outside salesmen or house-to- 
house canvassers might likewise find 
the card effective in making calls on 
prospects. 


Open Display Table on Wheels Rolls In Cash for Gambrill Hardware Co. 


HE novel movable open dis- 

| play table, as shown in the il- 

lustration, has been serving the 
Gambrill Hardware Co., Wellington, 
Kansas, for the past twelve years. It 
is equipped with casters, which per- 
mit it being rolled out in the morn- 
ing and back in at night. 

Mr. Gambrill says that it 
has sold more items of mer- 
chandise priced at $1 or less 
than any salesman he has 
ever employed. The table is 
placed on the sidewalk, where 
passersby see the merchan- 
dise and the price card. 
When they stop and buy, 
they are drawn to the wrap- 
ping counter in the rear of 
the store and on the way out, 
they see other “impulse” 
merchandise to attract them. 









Recently, Mr. Gambrill loaded the 
table with odd lengths of rope left 
over from coils. The price on each 
piece, figured on the usual basis, was 
printed on an accompanying tag. Be- 
fore the day was over they were all 


gone. It is similarly used in many dif- 


ferent ways. As the idea is in 
no sense of the word an ex- 
periment and has been work- 
ing every day for 12 years, 
there are probably many 
stores who will wish to adopt 
it as a means of displaying 
special items to draw busi- 
ness and increase sales. 

While Mr. Gambrill uses 
the table in the vestibule 
where it attracts the atten- 
tion of passersby, it may 
also be used in the interior 
of the store. 
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HERE has been so much 
Ti of late regarding our 

return to prosperity, and 
so many schemes are being ad- 
vanced as panaceas, that it may 
be well to analyze the situation 
and get back to fundamentals. 

The majority of the schemes 
we hear of are, unfortunately, 
based on the control, pegging or 
advance of prices. To my mind, 
this is all wrong—unsound and 
uneconomic. 

We do not seem yet to realize 
that this great international up- 
heaval in business means that 
the whole world is reestablish- 
ing itself on a permanently lower 
commodity and goods price basis 
—that our money is destined to 
increase in purchasing power 
for some years to come. In 
other words, that we are now 
undergoing the phenomenon of 
taking a step down to a new in- 
termediate level in the 50-year 
business cycle—that we are at 
present engaged in consolidat- 
ing our position at this new level. 


The Worker’s Dollar and 
Its Buying Power 


Farm labor and unorganized 
labor generally we find, in many 
cases, to be underpaid—organ- 
ized labor is generally overpaid, 
and in the building trades, 
enormously overpaid. This out- 
of-balance condition cannot con- 
tinue indefinitely. One worker’s 
dollar must have the same pur- 
chasing power as the dollars of 
others. The only way this can 
be attained is to pay each worker 
in merchandise, according to his 
ability to produce—giving him 
enough dollars or exchange to 
acquire this merchandise—being 
careful not to pay him more in 
dollars than he is entitled to re- 
ceive in merchandise; because, 


What 
Do We 
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every overpayment we make 
works a hardship on all the rest 
of us. 

It must be clear to everyone 
that the dollar income of our 
workers is becoming less. This 
reduction in income results from 
three causes: (1) reduction in 
dollar wages; (2) permanent 
unemployment due to substitu- 
tion of machine and process for 
labor; (3) unemployment due to 
depressed business. The first 
two causes are likely to be with 
us for a long time—the third 
will right itself as business picks 
up. 

If we are to face lower dollar 
income, it stands to reason that 
we also face lower standards of 
living, unless we can buy the 
same amount of goods and ser- 
vices with this lower dollar in- 
come that we were able to buy 
when our dollar income was 
greater. 


Standards of Living Have 
Been Rising 


And, as we know that our 
standards of lwing over the long 
term have been steadily rising, 


and will undoubtedly keep right 
on rising, it can mean only one 
thing—prices of goods and ser- 
vices must come down and keep 
coming down until they fit our 
pocketbooks. 

If we are going to continue 
the policy of substituting ma- 
chine and process for labor, in 
order to reduce cost of produc- 
tion, it means that we must pass ° 
on the bulk of these savings to 
the consumer in order that our 
prices will be low enough to 
guarantee us the increased vol- 
ume which automatically results 
from such a procedure; for it 
is manifest that though we may 
decide to maintain wages at the 
peak for those workers who re- 
main. in our employ to operate 
our labor-saving machines, the 
mere fact that we are creating 
technological unemployment, re- 
duces the average income of our 
workers, and unless this reduced 
income in dollars is able to buy 
the same quantity of goods as 
before, we are doing two things: 
(1) reducing the standards of 
living, and (2) reducing our 
market. 

About Volume and Prices 


In other words, we can have 
volume at high prices when the 
dollar is cheap—we can have 
volume at low prices when the 
dollar is dear—but we cannot 
have volume when prices are 
high and the dollar is dear. 
They just don’t go together. 

We over-expand our capacity 
to produce—we mechanized our 
industries to the limit in order 
to eliminate high-priced labor 
and to reduce cost of production 
—we over-expanded our mer- 
chandising plants — established 
useless branch offices — we 
raised our selling costs beyond 
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all bounds in order to increase 
our volume—volume which was 
often attained by sacrificing 
profit. 

We went into foolish consoli- 
dations—bought into new lines 
and bought out our competitors, 
paying many times the real 
value of what we bought, and 
issuing permanent liens against 
our properties to pay for them; 
all because of our greed and de- 
sire to look big in the eyes of 
the world. Now we find ourselves 
“all dressed up and nowhere to 


9 
o 
go. 


Just Two Courses to Follow 


With our great capacity to 
produce—with our ability to 
produce at exceedingly low 
prices—with a large, permanent 
market at hand, ready and will- 
ing to take all we can produce 
—~at a price, we have just two 
courses to pursue. Reduce prices 
to fit the reduced income of the 
consumer or maintain our prices 
and reduce our capacity to pro- 
duce to a point which will be 
economic for our reduced vol- 
ume of high-priced goods. 

Of course, many of us will say 
that it is impossible to reduce 
prices in view of the financial 
obligations incurred during the 
period of over-expansion. My 
answer is that it is just too bad. 

There is no question but that 
many of us have over-expanded 
tremendously—did all kinds of 
fool things in the name of “man- 
agement”—saddled our institu- 
tions with useless financial obli- 
gations. But there is also no 
question that all this water must 
and will be squeezed out sooner 
or later, and there are just two 
ways in which it is going to be 
squeezed out—voluntarily, by 
getting those who got something 
for nothing to greatly reduce or 
give up their paper profits which 
are burdening our institutions or 





_ by asking the court to appoint a 


receiver who will do the job for 
us—at a price. 

I have in mind one large 
manufacturing concern, for in- 
stance, which seemed so pos- 
sessed to get bigger that they 
bought almost any small concern 
in sight which was in a kindred 
line. 

When the depression hit them, 
they found their enormous vol- 
ume cut in half—they could no 
longer manufacture at a profit 
and sell at prices the public 
would pay. Their stock and bond 
holders were appealed to to scale 
down their holdings. They re- 
fused, because they thought the 
concern was big enough to guar- 
antee them the velvet they got 
when they took more than they 
were entitled to for their busi- 
ness. . 


Exeesses of Jazz Era 


Well, a receiver was ap- 
pointed, and now they’re all go- 
ing to take a licking—and a 
good one, for the receiver told 
me of some of the fool things 
their high-priced management 
did. For instance, they paid over 
a quarter of a million for one 
concern which they bought— 
issued 5 per cent bonds in pay- 
ment—and the appraisers now 
state the value of this property 
is only $37,500; and there are 
many more just like it. 


Such excesses, in greater or 
less degree, and in many ways, 
have crept into industry during 
the jazz era. These excesses 
must and will be corrected or 
we will be unable to sell our 
goods at a profit, even though we 
are able to manufacture them 
at exceedingly low prices—based 
on actual capital invested. 

One thing is certain: a new 
era of lower prices is at hand. 
There is ample demand—ample 
volume available to keep our 
mills running to capacity at 
proper price levels. Actual cost 
of production, based on real 
capital invested, is amply low 
to meet consumer demand and 
to show a substantial profit on 
the real investment with the 
water eliminated. 

If we are wise, we will 
squeeze this water out promptly 
and save our institutions while 
there is still the opportunity—if 
we persist in maintaining prices 
beyond the consumer’s ability to 
pay, with his higher-priced dol- 
lar, we are simply holding a 
price umbrella over other wide- 
awake men who will jump into 
our fields and take our business 
away from us under our very 
eyes—such people can now or- 
ganize on a sound economic 
basis and there is an enormous 
amount of unemployed capital 
available which is seeking an 
outlet. Think it over. 





Unique Department Attracts Children to 
British Columbia Hardware Store 


C. HEWER, proprietor of the 

(G Hewer Hardware Co., Van- 
@ couver, B. C., has evolved a 
novel means for attracting children to 
his store. In describing it, Mr. Hewer 
says: “Ever since I opened my store 
here, ten years ago, I have been think- 
ing of what I could add to my stock 
that would be of real interest to chil- 
dren, thinking always of the fact that 
these kiddies are growing into future 
customers. When I was a boy I col- 


lected postage stamps and preserved 
my collection until now. I have a girl 
in the store, whose time is not fully 
employed, so I decided to open a 
stamp department. We buy, sell and 
trade stamps with the boys and girls. 

“One cannot conceive the number 
of children who come in for that pur- 
pose. In this manner we deal directly 
with them and make new friends. We 
consider it the most profitable form 
of advertising we have ever done.” 
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M. J. BRODERICK HEADS 
ALTORFER IRONER SALES 


M. J. Broderick, formerly vice- 
president and general manager 
of the American Ironing Machine 
Co., Chicago, IIl., has been placed 
in charge of the ironer sales divi- 
sion of Altorfer Bros. Co., Peoria, 
Ill, makers of electric washers, 
ironers and electrotables. Silas 
H. Altorfer, president, also an- 
nounced recent expansions in the 
electrotable division of the com- 
pany. New electrotable repre- 
sentatives are: Frank William- 
son, A. R. Byington and N. J. 
Brandt, operating in Middle 
West sections; W. C. Wood- 
house, New York, and E. B. 


Sorenson, Pacific Coast district. 


WORTHINGTON AGENT OF 
B. F. GOODRICH CO. 


The George Worthington Co., 
Cleveland, has been appointed 
distributor in the Cleveland dis- 
trict for the industrial rubber 
supplies of the B. F. Goodrich 
Co., Akron. These, in addition 
to hose, include various mechani- 
cal rubber goods, rubber lined 
containers and other products. 


IMPLEMENT DEALERS TO 
MEET IN CHICAGO AT 
SHERMAN, OCT. 21-23 


H. J. Hodge, secretary, has 
announced that the executive 
board of the National Federa- 
tion of Implement Dealers’ As- 
sociations has voted to hold the 
32nd convention in Chicago on 
Oct. 21, 22, 23, 1931. Head- 
quarters of the convention will 
be at the Hotel Sherman. 


G. D. WOLFLEY DIES 


G. D. Wolfley, eastern repre- 
sentative of the Arcade Mfg. Co., 
Freeport, Ill., died in Buffalo, 
N. Y., March 15, at the age of 
69. He had been identified with 
the company since 1905. 


GARDNER HARDWARE 
OPENS NEW STORE 


Gardner Hardware Co., Min- 
neapolis, Minn., has opened a 
new store at 723 Marquette Ave., 
in the Baker Arcade Building. 
The main store is located at 304 
Hennepin Ave. 

Edward P. Gardner, sales man- 





ager of the Hennepin store, is 
in charge of the new branch. He 
is assisted by William Hallen- 
beck and Miss Pearl Cook. The 
formal opening of the store was 
held March 27 and 28. 


NATIONAL BASEBALL 
WEEK, APRIL 6-13 


National Baseball Week is be- 
ing observed throughout this 
country during the week of April 
6 to 13. The week has been ob- 
served for the past twelve years 
as the official opening of the 
amateur playing season. This 
year the week’s celebration will 
mark the opening of concentrated 
effort on the part of baseball 
authorities and of makers and 
distributers of baseball equip- 
ment to make the game more 
popular. 

Leslie Mann, organizer of the 
United States Amateur Baseball 
Association, will continue his 
campaign this year to interest 
civic and athletic leaders in the 
organization of more amateur 
baseball teams and leagues. Mr. 
Mann will tour the country fos- 
tering nation-wide participation 
in the game. The Chamber of 
Commerce of Athletic Goods 
Manufacturers has published a 
booklet giving suggested outlines 
for the. formation of amateur 
teams and leagues, for this pur- 
pose. 


BOOKLET DISCUSSES 
STORE LIGHTING AS A 
SALES BUILDER 


A publication entitled “Mer- 
chandising Steps Out of the Twi- 
light Zone,” including a discus- 
sion of the sales-building possi- 
bilities of adequate illumination, 
is announced by the Westing- 
house Lamp Co., New York City, 
and the Westinghouse Electric & 
Mfg. Co., E. Pittsburgh, Pa. 
This twenty - seven - page _ illus- 
trated booklet is identified by 
the companies as A-1205, and 
has been assigned A.I.A. File No. 
31-F-14, 

Building a bigger sales volume 
by good store lighting has been 
the subject of scientific investi- 
gation, and in this publication 
J. F. O’Brien, manager, adver- 
tising and sales promotion de- 
partment, Westinghouse Lamp 
Co., discusses.the lighting meth- 
ods found to be best for ex- 
ploiting various products. Pho- 
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tographs and drawings illustrat- 
ing store layouts and window 
displays are included, as are de- 
scriptions and illustrations of 


store lighting equipment. 


SANFORD REPRESENTS 
MARSDEN GLASS WORKS 


J. E. Marsden Glass Works, 
Inc., Ambler, Pa., has appointed 
D. E. Sanford Co., 656 South 
Los Angeles, Cal., as its western 
representative. The Sanford or- 
ganization has added three more 
salesmen to its staff. They are: 
B. J. Tobin, Al Williams and 
Mel. Weingarten, who will cover 
the southern California territory. 


NRHA FIELD MEN HOLD 
ANNUAL CONFERENCE 


The fourteenth annual field 
men’s conference of the National 
Retail Hardware Association was 
attended by representatives from 
thirty-five State and _ territorial 
associations at the Columbia 
Club, Indianapolis, Ind., March 23 
to 27, 1931. H. W. Bervig, chair- 
man of the Field Men’s Con- 
ference Committee, was assisted 
by H. W. Hirth and H. W. Thore- 
son. There were forty field men 
at the conference. The subject 
of the Monday session was es- 
tablishment of standards for 
measurements of productive dis- 
play, unit merchandise control 
and price lining. 

Tuesday’s sessions, led by Mr. 
Hirth, were on the topic Store 
Arrangement for Profitable Re- 
tailing. Wednesday’s sessions 
were led by Mr. Thoreson, on the 
general subject of analysis and 
business control. On Thursday 
morning a session under Mr. 
Bervig studied housewares, which 
was continued in the afternoon 
by Mr. Hirth. On Friday Mr. 
Thoreson and Mr. Bervig each 
took half of the day’s study of 
sales promotion. A summary of 
the conference was presented by 
the chairman. 


OCKERSHAUSEN DIES; 
WITT CORNICE AGENT 


L. H. Ockershausen, Chicago 
representative of the Witt Cor- 
nice Co., Cincinnati, Ohio, died 
March 11. For 12 years he was 
associated with the Witt com- 
pany. He was a conscientious and 
hard worker, well liked by his 
trade. His successor has not yet 
been named. 


‘Norwalk, Conn., 














BEAVER RESIGNS AS 
LOCKWOOD PRESIDENT 


Charles W. Beaver, president of 
the Lockwood Mfg. Co., South 
resigned, 
cording to an announcement 
made March 15. Mr. Beaver, 
who resigned because of his 
health, is planning to take a trip 
South. It is reported that a gen- 
eral reorganization of the com- 
pany is under way. J. R. Friz- 
zell was elected president. Other 


ac- 


CHARLES W. BEAVER 


new officers are: Vice-president, 
W. S. Mace; treasurer, Richard 
Battin, New York City; assistant 
treasurer, Frank L. Seymour, and 
secretary, L. G. Hills, New York 
City. 

The new board of directors 
comprises the officers, William A. 
Kelly, Stamford, Conn., George 
Miner and George W. Toplifft, 
New York City. A. N. Theriault 
remains as superintendent of the 
plant. General Russell Frost, 
George L. Woodward, Mr. 
Beaver, Nelson Hayes and Wilson 
T. Foss were replaced on the 
board. 

Mr. Frizzell is a son-in-law of 
the founder of the company, 
Henry S. Lockwood. Mr. Mace 
has had an extensive experience 
in the hardware industry and has 
been in charge of the company’s 
New York office for some time. 
Mr. Battin is a member of the 
New York Credit Men’s Associa- 
tion. Mr. Seymour has _ been 
with the organization for a long 
period. L. G. Hills came from 
the firm of Miller, Franklin & 
Bassett & Co., while Mr. Toplifft 
is from the Irving Trust Co. 
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J. A. REILLY, JR., JOINS 
THE A. S. BOYLE CO. 
John A. Reilly, Jr., has joined 

the sales organization of the A. 

S. Boyle Co., Cincinnati, Ohio. 

He will cover the states of 

Maine, New Hampshire, eastern 





J. A. REILLY 


Massachusetts and part of Rhode 
Island. 

Mr. Reilly has had extensive 
training and a varied experience 
in sales and sales promotion 
work. Before his new affiliation 
he represented for several years 
in the New England states, Al- 
fred Field & Co., New York City, 
and J. Wiss Sons, Newark, N. J. 
His home is at 207 Dana Ave., 
Hyde Park, Mass. 


IZAAK WALTON LEAGUE 
TO MEET IN CHICAGO 


The ninth annual convention 
of the Izaak Walton League of 
America is being held at Chi- 
cago, Ill., April 23-25. Both the 
convention and exhibition will 
be at the Hotel Sherman. Among 
the prominent speakers who will 
address the league are: Paul G. 
Redington, Chief of the Biologi- 
cal Survey; Major R. Y. Stuart of 
the U. S. Forestry Service, and 
Henry O’Malley, Commissioner of 
the Bureau of Fisheries. 


10TH PHILADELPHIA ART 
SHOW WAS A SUCCESS 


The tenth annual Philadelphia 
National Gift and Art Spring 
Show opened at the Adelphia 
Hotel with a gala dinner-dance, 
Tuesday evening, March 10. The 
National Gift and Art Associa- 
tion gave the dinner. Mayor 
Harry A. Mackey attended the 
banquet and expressed his pleas- 
ure in meeting the men who had 
met for ten years at the annual 
show in that city. The mayor 
touched briefly upon business 
conditions. Emmet White of the 


National Association was toast- 








master. Other speakers were W. 
H. Hasbrouck, Gift and Art Shop 
Magazine, and R. H. Leslie, Key- 
stone Publishing Co., co-founders 
of the show. 

Warner S. Hays, secretary of 
the National Association, spoke 
on the development of the 
American artware products in- 
dustry. He urged his listeners 
to study national markets very 
carefully, to be in touch with the 
consumer demand and its various 
changes. Rooms on five floors 
of the hotel were occupied by 
manufacturers of gift and art- 
ware lines of many kinds. Many 
buyers attended the show and 
expressed their pleasure in the 
products offered. 


WILFRED H. JAYNE DIES 
Wilfred H. Jayne, Sr., 72, died 


of uremic poisoning at his home 
in Lakewood, N. J. In 1889 he 
established a wholesale and re- 
tail hardware business in Eliza- 
beth, N. J., from which he retired 
in 1896. He went to Lakewood, 
where he formed the Lakewood 
Supply Co., from which company 
he withdrew to devote his time to 
development of the Peoples Na- 
tional Bank in that town. 


Cc. A. BUMPUS PASSES 


Charles A. Bumpus, president 
of the Cobb & Drew Tack & 
Rivet Co., Plymouth, Mass., died 
Monday, March 23, at his home 
in that town, following a sickness 
of several months. Mr. Bumpus 
was born in Plymouth 80 years 
ago, the son of Lemuel and 
Phoebe Bumpus. As a young 
men he entered the employ of 
the Cobb & Drew Co., and had 
he lived until this month (April) 
would have been connected with 
the company sixty years. Early 
in his connection he traveled ex- 
tensively throughout the West and 
South for his company; in 1918 
was made treasurer, and in 1920 
became president. 


DRAKE ELECTRIC WORKS 
MOVES OFFICES, MAY 1 
The Drake Electric Works, 

3934 Lincoln Avenue, Chicago, 
Ill., has announced through its 
manager, J. A. Kuehl, that their 
offices will move to 3654-56 Lin- 
coln Avenue, Chicago, Ill. The 
company manufactures electric 
appliances. 


FRANK STOCKDALE LEADS 
PITTSBURGH DISCUSSION 

A clinic on the subject, “What 
About 1931?” constituted the pro- 
gram of a meeting of the Pitts- 














burgh Retail Hardware Dealers 
Association held in Pittsburgh 
on March 23. Frank Stockdale, 
store consultant for the Ohio 


Council of Retail Merchants, : 
conducted the discussion, and | northwest representative for the 


among the subjects taken up | General Grinder Corp., Mil- 
were the current depression, the waukee, Wis., and also for the 
declining market, today’s com- General Lock Corp., Lancaster, 
petition, payroll costs, stock con- Pa. Mr. Tupper has been serv- 
trol and the problems met when 
expenses stay up while the dol- 
lar volume of sales declines. 


G. E. TUPPER AGENT 

FOR GENERAL LOCK 

George E. Tupper, Portland, 
Ore., has just been appointed 


E. H. McCARTHY SALES 
MANAGER FOR SYLVANIA 


E. H. McCarthy has just been 
announced as the general sales 
manager of Sylvania Products 
Co., Emporium, Pa. He has had 
twelve years’ experience as a 
sales executive in the phonograph 








GEORGE E. TUPPER 


ing the northwest as manufac- 
| turer’s agent for many years and 
| assumes the new connections 
| with a wide experience and _ in- 


| timate knowledge of his terri- 


tory. 
| Both of the companies with 
|whom Mr. Tupper has just 


| joined are in the midst of launch- 
| ing comprehensive merchandising 
| programs that will be announced 


| to the trade during the next few 
weeks. 





E. H. MceCARTHY 


| 
| 


| and radio business, his first posi- | = 


BENOLIELS EXCLUSIVE 


tion in this capacity having been | 
with the Columbia Phonograph z 
Co. Later he organized dha oval | POKERETTE DEALER 
Line Sales Corp., wholesale dis- Benoliels, Inc., Merchandise 
tributors of phonographs, radios | Mart, Chicago, IIl., successor to 
and accessories throughout New| Live Long Toys and Chicago 
England. As president and gen- | Toy House, have taken over the 
eral manager he directed the| exclusive distribution and sales 
Royal Line organization until its | of the Pokerette game. 
dissolution with cessation of | 
manufacturing of lines it repre- | 


sented, PERKINS, MERCHANDIS- 
Mr. McCarthy then became | ING ENGINEERING HEAD 


vice-president in charge of sales | T. S. Perkins has been ap- 
with the Symphonic Sales Corp.,| pointed general manager of mer- 
makers of reproducers, speaker | chandising engineering for the 
units, cabinets, etc., organizing a| Westinghouse Electric & Mfg. 
national selling organization, etc.| Co., East Pittsburgh, Pa. The 
In 1928 he became affiliated with | position is a new one and in it 
the Grigsby-Grunow Co., when| Mr. Perkins will assist S. M. 
that organization entered the| Kintner, assistant vice-president, 
radio set business, coe in his work with supply, appli- 
Herbert E. Young, who then be- | ance, refrigeration and illuminat- 
came general sales manager on| ing engineering. Mr. Perkins 
the Majestic line. From New| joined the Westinghouse com- 
York City Mr. McCarthy super- | pany immediately after his grad- 
vised Eastern activities of Ma-| uation from college in 1893, and 











jestic. He then became general | has recently served as general 
manager of the New England| manager of distribution engi- 
distributing business. | neering. 
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ARTHUR J. SCOTT DIES 


Veteran Michigan Secretary Passes at Washington, 
D. C., Returning from Southern Motor Trip 


—Was 62 


Arthur J. Scott, hardware mer- 
chant of Marine City, Mich., and 
veteran secretary of the Michi- 
gan Retail Hardware Association, 
died Saturday, March 28, at the 
Annapolis Hotel, Washington, 
D. C. He was returning home 
from a motor trip through Flor- 
ida, and was accompanied by 
Mrs. Scott and a son. 





A. J, SCOTT 


Mr. Scott was 62 years old. 
For the past 46 years he was a 
partner in the business of Scott 
Brothers Hardware Co., Marine 
City, associated with his brother, 
Henry M. Scott, and prior to his 
death last October, with another 
brother, William Scott. The 
business, one of the oldest in the 
State, was founded by Henry M. 
Scott, father of the brothers. 

The late Arthur Scott had 


been very active in Michigan as- 








Years Old 


sociation work for 36 years, and 
for 29 years had been secretary 
of that body. His efficiency and 
geniality in that capacity were 
known from coast to coast. His 
delegations to the N. R. H. A. 
Congress each year were always 
one of the largest and very ac- 
tive. His own annual convention 
and exhibit for many years have 
ranked with the first in size and 
attendance. 

In recent years Mr. Scott had 
devoted almost his entire time to 
the work of the association, while 
his two sons, Whitt and Ray, 
conducted his business interests. 
At the time of his death he was 
also president of the St. Clair 
Country Club and had been ac- 
tive in civic work. 

Surviving besides the widow 
and the two sons in the business 
are two sons in Detroit, Horald 
and Eldred, and one daughter, 
Mrs. L. R. Grandy of Flint, 
Mich. 


CENTRAL FLATIRON MFG. 
IS NOW CALLED BETSEY 
ROSS ELEC. PRODUCTS 


Central Flatiron Mfg. Co., 
Johnson City, N. Y., has 
changed its name to Betsey 
Ross Electric Products Corp. 
Officers of the company are: 
President and treasurer, H. G. 
Heckmann, vice-president, Z. R. 
Spaulding, and secretary, Kirk 
S. Heckmann. 





c. S. DAVIS ADDRESSES 
NORGE DEALERS 


R. J. Mott, president, Norge 
Chicago Corp., Chicago, IIl., dis- 
tributors of Norge refrigerators, 
addressed their annual sales con- 
vention held March 25 at the 
Sherman Hotel, Chicago, III. 
Charles S. Davis, president of 
the Borg-Warner Corp., of which 
the Norge organization is a sub- 
sidiary, addressed the meeting. 
Executives of the Norge com- 
pany also addressed the meeting 
as follows: Maj. H. E. Blood, 
president; J. H. Knapp, vice- 
president; O. A. Brandel, chief 
engineer; Harry Spencer, factory 
manager, and R. E. Densmore, 
sales manager. 





JOHN SHANN JOINS MAS. 
BACK BUYING STAFF 
John Shann, who is widely 

known in Eastern hardware 

circles, has joined the buying 





staff of the Masback Hardware 
Co., 82 Warren St., New York 
City. 

Mr. Shann assumed his new 
position on April 1, succeeding 
S. L. Jones as buyer of housefur- 
nishings. He has been affiliated 
with New York wholesale hard- 
ware firms for twenty-six years. 
His first position was with the 
Masback concern where he served 
15 years, after which he entered 
the employ of Chas. J. Smith & 
Co., Jersey City, N. J. The lat- 
ter concern, he served nine years, 
and became vice-president. 


D. S. BRISBIN, CHAIRMAN 
ELECTRIC HOIST MFRS. 


D. S. Brisbin, general man- 
ager of sales, Chisholm-Moore 
Hoist Corp. and Columbus-Mc- 
Kinnon Chain Co., both of Tona- 
wanda, N. Y., was elected chair- 
man of the Electric Hoist Manu- 
facturers Association at the four- 





teenth annual meeting, held 
March 19, at the Hotel McAlpin, 
New York City. William White, 
Euclid Crane & Hoist Co., Euclid, 
Ohio, was elected vice-chairman. 





H. C. GRATON PASSES; 
WAS 101 YEARS OLD 


Henry Clay Graton, 101, died 
March 20 in Worcester, Mass. 
Mr. Graton, who was one of 
the oldest industrialists in the 
country, founded the Graton & 
Knight Co., in that city, with 


- 





HENRY CLAY GRATON 


Joseph Knight, a fellow em- 
ployee of a bankrupt firm: The 
company started with $1,057 
capital and some machinery ac- 
cepted in satisfaction of unpaid 
wages. It was originally a 
firm dealing in leather goods. 
In 1867 a tannery was started 
with production of 150 hides a 
week. The organization grew 
to a point where it handled 
200,000 hides a year. 

Branches were _ established 
and smaller companies were ab- 
sorbed, with Mr. Graton con- 
tinuing as treasurer and an ac- 
tive factor in the firm’s man- 
agement until he retired at the 
age of 90. 


LEXINGTON HARDWARE 
BUYS SICELOFF HDW. 
Siceloff Hardware Co., High 

Point, N. C., was recently sold 
by John C. Siceloff, its owner for 
the past 20 years, to the Lexing- 
ton Hardware Co., operator of six 
other stores throughout North 
Carolina. The store has been 
formally opened as the Redwine 
Hardware Co., under the man- 
agement of J. G. Walser, Jr., 
who will work in conjunction 
with P. B. Bernhardt, Lexington, 
and J. L. Perryman, Thomasville, 
N. C. Mr. Siceloff sold his hard- 
ware interests to devote more al- 
tention to his ice, coal and oil 
interests. 

The Lexington Hardware Co., 
of which J. D. Redwine is presi- 
dent, has stores in Winston- 
Salem, Thomasville, Salisbury, 
Denton and two in Lexington, in 
addition to its new store. 





PETERSON IS PRESIDENT 
OF CHENEY BIGELOW 


A group of men, including 
George W. Kyburg, treasurer of 
the Package Machine Co., and 
Roe S. Clark, secretary and as- 
sistant treasurer of the same 
company; Guy M. Peterson, 
Cheney Bigelow Wire Works, all 
of Springfield, and Harold 
Browne, Plainfield, N. J., an in- 
dustrial expert associated with 
the National Industrial Confer- 
ence Board, have acquired con- 
trol of the Cheney Bigelow Wire 
Works, Springfield, Mass. 

Up to last week the company 
had no president. The personnel 
of the Cheney Bigelow Wire 
Works is now: G. M. Peterson, 
president and treasurer; R. E. 
Freeman, first vice-president; R. 
G. Edwards, second vice-presi- 
dent; D. A. Benjamin, assistant 
treasurer; R. E. Freeman, clerk 
of the board. Directors are: G. 
M. Peterson, H. C. Beaver, L. B. 
Howe, Ralph E. Freeman, Roger 
G. Edwards, who is also assistant 
manager of the wire works, and 
H. W. McMullen. 


DONALDSON, EDGELL NOW 
UNITED BUILDERS HDW. 


H. P. Donaldson and Ross L. 
Edgell, formerly with the Reid- 
Platt Co., Los Angeles, Cal., 
builders’ hardware department, 
have taken over that company’s 
business in that line. They are 
now operating as the United 
Builders’ Hardware Co. Mr. 
Donaldson was manager of the 
department which he and his 
partner acquired when the firm 
of Reid-Platt Co. discontinued 
its business. The new company 
sells “builders’ hardware only, 
contacting contractors and build- 
ers exclusively. 


MALLON REPRESENTS 
CHICAGO SPRING HINGE 


The appointment of Eugene 
H. Mallon, as additional sales 
representative in the eastern 
division of the Chicago Spring 
Hinge Co., Chicago, Ill, was 
announced in the March 12 is- 
sue of HarpwarE Ace. The 
accident mentioned in that issue 
was suffered by Edward Lloyd, 
son of Frank G. Lloyd, the 
eastern manager. Edward Lloyd 
has been covering the territory 
outside of New York City in 
the eastern division. Upon his 
return Edward Lloyd will 
cover certain parts of the terri- 
tory himself. 
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Genera, Marker News 


The Cronk & Carrier Mfg. Co. 
Issues New Price List on 
Winter Goods 


The Cronk & Carrier Mfg. Co., Mon- - 


tour Falls, N. Y., has issued a new price 
list on Cronk and Swineford winter 
goods. The new list became effective 
on Feb. 26, and applies to the firm’s 
1927 dealers catalog. Prices shown in 
the new list will remain in effect until 
Feb. 1, 1932. 





Norge Refrigerator Sales 
Increased 700% in February 


The Norge Corporation, Division of 
Borg-Warner, Detroit, Mich., has an- 
nounced that Norge sales this year have 
so far exceeded expectations as to re- 
quire frequent increases in production 
schedules. Shipments for February 
were 700 per cent greater than in the 
same period of 1930. 





Freight Loadings Increased 
In Week Ended March 14 


Loading of revenue freight for the 
week ended March 14 totaled 734,262, 
according to the Car Service Division 
of the American Railway Association. 

This was an increase of 10,728 cars 
above the preceding week this year, but 
a reduction of 147,046 cars below the 
same week last year. It also was a re- 
duction of 224,339 cars below the cor- 
responding week in 1929. 





Week’s Price Average Was 
76 Per Cent, Says Fisher 


Prof. Irving Fisher of Yale Univer- 
sity has announced that wholesale com- 
modity prices for the week ended 
March 21, and based on Dun’s quota- 
tions, averaged 76 per cent. The Febru- 
ary average was 76.1. The purchasing 
power of the dollar based on a 1926 
basis was 131.5c. 

Crump’s index of English prices for 
the week on the revised 1926 level was 
66.8. The February average was 67. 

The Italian index on the revised 1926 
basis for the week ended March 14 
was 54.5. The February average was 
54.7. 


OF THE WEEK 


Hardware Demand 
Is Slightly Better 


New York, April 1.—Influ- 
enced by the advancing spring 
season, the demand for hardware 
continues to show a gradual in- 
crease. While March sales, as a 
rule, were not on a par with a 
year ago, they registered rather 
marked seasonal gains over the 
preceding month. 

Trade in builders’ hardware 
and building supplies is respond- 
ing to a rather general increase 
in construction projects. While 
the improvement is negligible, so 
far, it is believed that increased 
activity will become more pro- 
nounced when spring building 
operations get under way. 

Garden and lawn tools, seeds, 
fertilizers, pruning tools, fenc- 
ing, screen wire and related sea- 
sonable lines are enjoying a quite 
active early demand. 

Few price changes of con- 
sequence have been made re- 
cently, and no major changes ap- 
pear imminent. For the first 
time in several months advances 
are offsetting declines. 

Collections have a fair aver- 
age. 





Bank Clearings Show Loss 
In Week Ended March 19 


Bank clearings in the United States 
for week ended Thursday, March 19, 
as reported to Bradstreet’s, aggregated 
$9,275,396,000, as against $8,488,285,- 
000 last week and $12,192,436,000 in 


this week last year. This week’s total _ 


shows a gain of 9.4 per cent over the 
previous week, but as compared with 
the like week a year ago the decline 
is 23.9 per cent. 


Wholesale Price Index Dropped 
Further During February 


A further drop in the wholesale price 
index of the Department of Labor for 
February compared with January of 
about 2 per cent and a decrease in 
retail food prices during the thirty-day 
period of about 41/3 per cent was re- 
ported by the department today. The 
index number of wholesale prices, 
which includes 550 commodities based 
on prices of 1926 as 100, declined from 
77 in January to 75.5 in February. The 
index of retail food prices, with aver- 
age prices of 1913 taken as 100, was 
127 on Feb. 15, 1931, 132.8 on Jan. 15, 
1931, and 153 on Feb. 15, 1931. 

In the retail prices of foods a de- 
crease of 3 per cent during the 30-day 
period Jan. 15 to Feb. 15 was noted 
in New York City. For the year period 
a decrease of 14 per cent was reported. 


Commercial Failures Decreased 
In Week Ended March 21 


Commercial failures during the week 
ended March 21 showed a decrease, 
according to the reports of the business 
reviews. 

R. G. Dun & Co. showed a total of 
549 failures for the week, against 565 
a week ago and 558 in the same week 
of 1930, while Bradstreet’s review in- 
dicated a total of 549 defaults, against 
555 a week ago and 515 a year ago. 

Canadian failures were 53, against 
56 a week ago and 52 in the same week 
of 1930. 

Dun & Co. reported that improve- 
ment in conditions in the East and 
Middle West slightly more than offset 
the greater number of failures in the 
South and on the Pacific Coast. 

Bradstreet’s reported that of the 
number failing this week, 74.8 per cent 
had a capital of $5,000 or less, against 
73.8 per cent last week and 68.1 per 
cent in the corresponding week of last 
year. Those with a capital of $5,000 
to $25,000 furnished 17.8 per cent of 
the total number, against 16.7 per cent 
last week and 22.1 per cent last year. 
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CHICAGO 


(Chicago office of HARDWARE AGE) 


Cuicaco, March 31. 


URRENT hardware business 
C shows a_ slight improvement. 

Continued interest is manifested 
in specialties planned to combat chain 
and mail-order competition. Salesmen 
report better sentiment among the 
dealers. Commerce in general appears 
to be gathering strength gradually. 
Outdoor work is on the increase and 
the employment situation offers some 
signs of betterment. Building lags, but 
there are prospects of improvement. 
Business in some lines appears to have 
passed the crisis. The general opinion 
prevails that the trade picture will be- 
come definitely brighter by the end of 
the present half-year. On the part of 
wholesalers the first quarter has been 
a period of watchful, careful pushing. 


WHEAT PRICE DROPS 


Wheat received a serious set-back 
recently. Following the announcement 
that the Federal Farm Board would 
no longer keep up the price at Gov- 
ernment expense, wheat immediately 
slid to the level of 1895 and fer July 
delivery the figure slumped to 59%4c. 
March 23. Although agricultural con- 
ditions have not been at all good for 
a number of months, rural hardware 
trade has been considered ahead of 
that in the industrial cities. Bank fail- 
ures have injured collections in some 
quarters, but this negative factor has 
been offset in considerable measure by 
the reopening of banks formerly 
closed. 


ACTIVE LINES 


As the spring season advances the 
call for wheelbarrows, especially of the 
home type, is becoming more notice- 
able; prices are about the same as last 
year. Copper rivets and burrs are firm 
with a tendency to stiffen. Factories 
have made advances in line with the 
higher figures on raw copper. With the 
seasonal increase in outdoor work 
gloves are selling freely. Good work 
gloves are cheap and most dealers are 
playing up the values available at fig- 


ures considerably below the former . 


resale prices. Strictly rural items 
show plenty of activity. The ready sale 
of harness, strap work, horse collars, 
sweat pads and similar merchandise 
indicates that the farmer is repairing 
much of his old equipment. There has 
been an increase in the demand for 
rubber and leather soles and_ heels. 
Dealers are showing such supplies on 
open tables and usually find them self- 
selling. 


SCREEN WIRE, ETC. 


Early business on screen doors and 
screens is encouraging in that it shows 
an increasing swing toward the better 
qualities. Galvanized cloth appears to 
be in strong demand and a large pro- 
portion of the current orders are for 
114-in. or heavier grade screen doors. 
Prices are well below those of 1930 
and a consequent fair selling season is 
expected. Users of wire screen cloth 
are leaning more strongly than ever 
toward 14 and 16 mesh. 


BUILDERS’ HARDWARE 


There are reasons for believing that 
builders’ hardware may show some- 
thing of a revival. At any rate, for 





PITTSBURGH 


(Pittsburgh office of HARDWARE AGE) 
PirtspurGH, March 31. 


r HE retail hardware jobbing trade 
in this district is not yet reacting 
to spring demands, although busi- 

ness in this type of merchandise will 

undoubtedly increase considerably in 
the next week or two. March business, 
as a whole, has averaged 35 to 40 per 
cent less than the corresponding month 
last year, but has shown a fair gain 


over February. While demand is prob- , 


ably as diversified as it was a year ago, 
and the number of individual orders 
has not declined very much, the size 


of orders is distinctly smaller, indicat- 
ing a generally restricted buying policy 
on the part of retailers. 


SPRING GOODS 


During the last week demand for 
fertilizer has been exceptionally heavy, 
and total sales this year are expected 
to run considerably above the average. 
Poultry supplies are also moving in 
good volume, particularly brooders. 
Demand for hand farm tools is begin- 
ning, and lawn rollers and trimmers 
are also being moved out of jobbers’ 
stocks. Screen wire products are just 


Trade Shows Slight Improvement 
Gradual Gains Are Expected 


the first time in 26 months building 
contracts placed last month showed an 
increase. Present indications point to 
more residential building than has been 
done since 1929. Lock sets have been 
the most active items in builders’ hard- 
ware for several months. Banks are 
still bringing pressure to bear against 
anything like speculative building. 


CLEANING SUPPLIES 


As usual, house-cleaning time and 
spring arrive together. During the 
third week of March wholesalers 
shipped more brooms and floor brushes 
than they had shipped during the pre- 
vious ten weeks. This movement has 
been accompanied by a lively demand 
for other housekeeping supplies. 


ELECTRICAL GOODS 


Sales of electrical wire and wiring 
devices are being stimulated by home 
repair jobs now under way. The ap- 
pliance business continues seasonally 
dull, although there is one bright spot 
in the picture; this is the increasing 
demand for electric mixers. They have 
turned out to be one of the livest lines 
of the season. Nearly all the small 
electric accessories are in current de- 
mand. Radio battery business is hold- 
ing up well. Prices in the electric field 
remain steady. 


SILVERWARE 


Department stores have done much 
recently to create an interest in popu- 
lar-priced silverware and enterprising 
hardware merchants are joining in the 
promotion of this business. Wholesal- 
ers report considerable activity in the 
line. An increasing number of retail- 
ers are pushing such silverware. 


Some Spring Lines Fairly Active 
Several Price Revisions Effective 


beginning to move. Demand for roller 
skates is spasmodic, depending on the 
weather. Paints and builders’ hard- 
ware continue very dull. Dealers are 
featuring a new type of rubberized 
sponge wall paper cleaner, which is 
sold by jobbers at $4 a doz., and re- 
tails at 50c. each. Demand has been 
exceptionally strong. 


PRICE INFORMATION 


Price changes announced recently 
have not been numerous, although hand 
saws have been reduced from 5 to 7144 
per cent by the principal makers. In 
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the Disston line, No. D-12 is quoted by 
jobbers at $36.40 per doz.; No. D-16, 
at $27.85; No. D-8 at $27.85, and No. 
D-7 at $24.20. In the Atkins line, No. 
54 is quoted at $24.40 per doz.; Nos. 
51, 53 and 65 at $27.80; No. 66 at 
$36.40, and Nos. 400 and 401 at $42. 

Turpentine has been advanced lec. 
per gal., and is now quoted at 66c. per 
gal. in barrel lots. Linseed oil and 
white lead are unchanged. Nail prices 
are somewhat more stable, with job- 
bers quoting $2.10 to $2.15 per keg. 
In a week or two the $2.15 price will 
probably be the minimun, reflecting the 
strong stand on prices now being made 
by manufacturers. Jobbers have also 
increased wire prices 10c. per 100 lb. 
in line with advances in the primary 
market. 

Current quotations on bolts and nuts 
are well sustained, with both jobbers 
and manufacturers adhering to recent 
quotations. Prices on galvanized sheet 
steel are lower, with No. 24 gage gal- 
vanized sheets now quoted at 4.10c. 
per lb. in lots of one to ten sheets. 
Corrugated material, No. 28 gage, is 
quoted at $3.82 per square. Black 


sheets are unchanged at 3.50c. per Ib. 
for lots of one to 24 sheets in the No. 
24 gage, and light plates are holding 
at 2.75c. on the No. 10 gage. Sheet 
copper is lower at 19.875c. per Ib., 
and solder is also quotably lower at 
18.50c. 


STEEL INDUSTRY 


Steel operations in the Pittsburgh 
district continue to reflect gain, al- 


though the increases are more moderate ~ 


than they were earlier in the year. 
The larger companies with a diversified 
line of products have been able to 
sustain their improved mill schedules 
from week to week with occasional in- 
creases, but the smaller companies are 
still running in an interrupted way. 
Steel prices show mixed tendencies, 
with strength reported in quotations on 
steel bars and plates, while flat rolled 
products, particularly sheets, are 
weaker. 


INDICES OF ACTIVITY 
The principal indices of business and 
industrial activity during March are 
either holding their own or tending 








(Kansas City office of HARDWARE AGE) 
Kansas City, March 31. 
OLUME of sales continues gen- 
erally fairly satisfactory for the 
month. Seasonal items are hav- 
ing more or less demand, with promises 
for a pick-up in late Spring. 


EMPLOYMENT 


The Greater Kansas City Employ- 
ment Bureau, under the auspices of 
the Chamber of Commerce, reports a 
noticeable change in the unemploy- 
ment situation. Work in the trades is 
picking up gradually. The Bureau is 
receiving fewer applications for work 
now than it did a few weeks ago. 
However, the unemployment question 
is still with us, and is likely to con- 
tinue for some time to be an adverse 
factor. 


REPAIR JOBS 


A considerable number of repair 
jobs are getting under way, and from 
this source a fair volume of paint is 
being sold. Most paints will show an 
increase in sales over last month, and 
the general trend is upward, though 
the rate of increase is not large. 


SPORTING GOODS, ETC. 


Salesmen coming in off road trips 
are reporting better success on the 
whole than 
lately. 


they had been havjng 
Business in golfing equipment 





KANSAS 


and fishing tackle is characterized by 
salesmen as “extra good.” They also 
find baseball goods selling ahead of 
last year, although porch and camp 
furniture is rather slow, owing to un- 
favorable weather conditions. Wheel 
goods, they report, are moving steadily 
but in small fill-in quantities. Bicycles 
and sundries are on the upgrade owing 
to the stimulus of low prices, they 
affirm. 


AMMUNITION PRICES 


It is believed that ammunition prices 
have become stabilized; at least they 
can hardly be expected to go lower. 
The prevailing prices are 10 and 10 
per cent off on last year’s prices on 
the non-corrosive cartridges, while the 
rate on the old close-out lines of the 
corrosive type is 10, 10 and 10 per 
cent off last year’s list. 


BUILDERS’ HARDWARE 


The general line of builders’ hard- 
ware is sluggish, but opinions are that 
it is due for a pick-up within a month. 


GRASS SEED, ETC. 


Favorable sowing conditions have 
lent impetus to the business in grass 
seed. One dealer finds that one of 
his most popular sellers is a mixture 
of several different kinds of seed, which 
he terms “progressive growing” seed. 
It is made up of various grass seeds 


upward. The most notable gains are 
being made in pig iron and steel ingot 
production and machine tool orders. 


CONSTRUCTION 


The gain in residential building con- 
struction reported during February has 
continued this month. A number of 
large buildings in the Pittsburgh dis- 
trict will add considerably to the 
average figures, and alteration and im- 
provement work during the spring .will 
undoubtedly contribute to the totals. 
Industrial plants and public works are 
continuing their recent expansion. 


EMPLOYMENT 


The employment situation is still in 
an uncertain state. Because of relief 
measures more men are still being em- 
ployed each week, but many persons 
previously employed full time have 
been cut to two and three days a week, 
and salary cuts are common in nearly 
all industries. decreased 
during February, but may show an up- 
ward turn this month. 

Collections are still very slow. 


Payrolls 


CITY Spring Lines Becoming Active 
Sales Continue Fair 


in such a way that while one variety 
is growing, the others are lying in the 
ground dormant; and when these begin 
to grow, the others rest. With the 
seeds thus growing in “cycles,” a con- 
stant fresh appearance is maintained 
on the lawn. Garden seeds are also 
having a pretty good run, though farm 
seed is slow. Garden seed is slightly 
cheaper this season, but grass seed is 
higher. Last summer’s drought is said 
to be responsible for higher quotations. 


HOUSEWARES 

Cast iron ware, such as frying pans 
and griddles, has been moving very 
well. Other household goods which 
are more or less active at present are 
egg beaters, can-openers, and practi- 
cally all small merchandise. A favor- 
ite egg beater with the trade is a new 
model which operates on the plunger 
principle. 


RADIO TUBES 


A retailer who is making a special 
drive on low-priced radio tubes is’ hav- 
ing exceptional success with a make 
which retails at 79 cents. 


COLLECTIONS 


Collections continue about on a par 
with two weeks ago. Some wholesalers 
are inclined to believe things are pick- 
ing up; others believe there has been 
no change lately. 
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BOSTON 


(Boston office of HARDWARE AGE) 
March 31 

OT much change in the general 
| \ hardware situation transpired 

the past week. A few warm 
springlike days did much to bolster up 
sentiment in retail circles, especially 
among those dealers who are behind on 
remittances to jobbers. Jobbing sales- 
men are rounding up quite a little busi- 
ness in the weekly aggregate, and there 
is a steady flow of mail orders day in 
and day out, but it is doubtful if total 
jobbing sales for March will exceed 
those for the corresponding month last 
year. 


CURRENT DEMAND 


As heretofore, retail buying is of a 
wide range of merchandise, and very 
largely timely. There is the same old 
inclination to hold off buying of goods 
that will be needed in the future. As 
might be expected at this season, gar- 
den equipment and tools, and brooders 
as well as other chicken accessories 
are the leaders in sales volume. In 
anticipation that New Englanders will, 
as usual, start their annual cleanup 
campaign on or about April 19, bamboo 
rakes have been in much better request 
of late. 


TOOLS ARE SLOW 


Bits are selling quite well, but tools 
otherwise are moving slowly. There 
is a demand for builders’ hardware, 
but it is not up to the average for 
the past five years despite the fact 
that certain kinds of styles are avail- 
able at extremely attractive prices. 


SPRAYERS, ETC. 


In contrast, sprayers and insecticides 
are going well, and there is a growing 
demand for paint cleaners and re- 
movers. Window glass, as is to be 
expected at this season, is moving in 
normal quantities, the recent introduc- 
tion of new prices having stimulated 
buying. With the spring pruning sea- 
son at its height, all sorts and makes 
of pruning tools are in request, with 
special priced ones naturally leading 
in activity. There is an improved call 
for lanterns and letter boxes. 


BARBED WIRE HIGHER 


Among new prices recently put into 
effect by jobbers are those for barbed 
wire and fence staples. The new prices 
in both instances are 10c. per 100 Ib. 
higher. From stock, two-ply twisted 
barbed wire, in 80 rod reels, now costs 
the retailer $3.23 a reel, and four 
point, $3.72. Four point, in car lots, 


Situation Practically Unchanged— 
Staples and Barbed Wire Higher 


now costs $2.75 per cwt., and in less 
than car lots $3, while two-ply twisted 
in car lots in $2.75 and in less than car 
lots $3. Fence wire is now $4.35 per 
cwt. 

Fence staples from stock, if pur- 
chased in full keg lots, now cost the 
retailer $4.30 per cwt, and in less than 
keg lots, $4.60. If ordered direct from 
the mill in full car lots, the cost is 
$2.80 per cwt., and in less than car lots, 
$3.05. 

Other price changes made by job- 
bers the past week largely concerned 
individual items and were unimportant. 
It is interesting to note, however, that 
advances just about offset declines, 
whereas heretofore declines have out- 
weighed advances. 


INDUSTRIAL SITUATION 


As in the preceding weeks, begin- 
ning around the middle of January, 
further gains are noted in New England 
industrial activities. The recovery, how- 
ever, is very gradual and therefore 
sluggish in stimulating business in 
general. But there are many indica- 
tions pointing to perhaps a slightly 
more rapid industrial recovery begin- 
ning around the middle of April and 
extending through the second quarter, 
at least. 





NEW YORK 


New York, March 31. 


ONTINUED gradual _ improve- 
it ment in the demand is reported 

by metropolitan hardware whole- 
salers. While sales are running be- 
hind the same period of a year ago, in 
most instances, it is said that the de- 
cline is steadily becoming less marked. 
To some extent the current demand 
has fluctuated with the weather. It is 
thought that a continued prevalence of 
mild temperatures will result in a well 
sustained call for spring lines. When 
the consumer demand begins to ma- 
terialize, wholesalers anticipate a 
healthy business in replenishment or- 
ders as retail stocks, as a rule, are light. 


FEBRUARY TRADE 


The February Review of Credit and 
Business Conditions, as issued by the 
Federal Reserve Agent in New York, 
reveals that wholesale hardware firms 
in the district reported February sales 


about 20 per cent below those of the 
same month in 1930. The average de- 
cline for all types of wholesale estab- 
lishments was 24 per cent, which in- 
dicates that the hardware industry has 
been affected less severely than most 
others. The value of stocks of hard- 
ware continued to be smaller in quan- 
tity than a year ago. 


TREND OF DEMAND 


Generally speaking, current orders 
involve small quantities, although in 
some instances orders for seasonal 
goods are fairly large. It appears that 
most dealers are continuing the policy 
of keeping stocks at the minimum con- 
sistent with being able to serve their 
patrons. Goods are being purchased 
more frequently, however, and a wide 
variety of merchandise is usually speci- 
fied. The fact that of late price ad- 
vances have served to offset declines, 
has made the trade somewhat less cau- 


Sales Continue Steady Increase— 


February Wholesale .Sales Off 


tious in buying because of the price 
factor. 


SEASONAL GOODS 


Among the seasonal items showing 
activity at the present time the follow- 
ing are prominent: Wheelbarrows, 
lawn fence, hedge shears, pruning 
tools, roller skates, lawn mowers, poul- 
try netting, painting supplies, bamboo, 
wood, wire and steel rakes, spading 
forks, garden hoes, lawn goods, gar- 
den hose, sprayers, fertilizers, lawn 
rollers, sprinkler cans, hose reels, 
screen wire, window screens and screen 
hardware. 


HOUSEWARES 


The demand for housefurnishings 
has increased as a result of a better 
call for cleaning supplies and related 
items. Mop sticks and pails, cleaners, 
polishes, chamois’ skins, sponges, 
cleaning and polishing cloths, floor 
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Shooters Are Saying: 


Among the buyers of rifle cartridges and shot- 
gun shells one name stands out above all 
others—Kleanbore—América’s chosen am- 


munition. 


More Kleanbore .22’s are sold than all 
other makes combined. Small-bore shooters 
are feverishly clamoring for the new Klean- 
bore Hi-Speed .22’s in popular sizes for all 
standard rifles. 
velocity that averages 25% and in some sizes 
is 35%. 
in striking power that averages 50% and in 


They want that increased 


They’re after that crashing increase 





The Greatest Value Ever Offered— 
The Remington Standard American Dollar 





Pocket Knife 





J Want Kleanbore” 


some sizes is 80%. Some of them want the 
new Silvadry (ungreased) bullets, and others 
swear by the old reliable lead lubricated bul- 


lets. But they all want Kleanbore. 


And the shotgun fans are equally enthusi- 
astic about Kleanbore Shot Shells that keep 
the bore of the gun clean and improve patterns 
by reducing the number of deformed shot. 
They’ve read the story in Remington adver- 
tising and they’re deluging us with letters 
saying: “I’ve just tried the green shell—there’s 
nothing like it.”” Don’t submit to substitu- 


President 


tions. 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Digby 4-0766 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 


©1931 R.A.Co. 
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waxes and polishers, stepladders and 
galvanized pails are all in excellent 
demand. Wash day supplies, includ- 
ing wringers, ironing boards, clothes 
baskets, washboards, etc., are more ac- 
tive. 


PRICE INFORMATION 


Consumer prices on the Disston line 
of hand saws have been revised and all 


popular sizes are being offered at lower 
figures. The recent price reduction on 
Mazda lamps has stimulated buying. 
Leading rope manufacturers have re- 
affirmed present prices for the April, 
May and June period. Some wire prod- 
ucts, including nails, are showing a 
firmer tendency. Fewer declines are 
being announced than was the case 
earlier in the year. Copper has again 


declined and is being quoted at 9%4c. 
per pound. 


CREDIT SITUATION 


Slight improvement is reported in 
the credit situation. Collections have 
a fair status. Some people have ex- 
pressed the opinion that due to soldiers’ 
bonus loans some improvement can be 
expected in retail collections. 





CLEVELAND 


(Cleveland office of HARDWARE AGE) 
CLEVELAND, March 31. 


TIMULATED by the demand for 

spring merchandise, jobbers’ 

sales showed a slight upward 
trend during the latter part of March. 
Staple merchandise continues to move 
rather slowly, the improvement for the 
most part being confined to spring 
lines. A gain of 4.3 per cent in whole- 
sale hardware business during Febru- 
ary as compared with January is 
shown in the Fourth Federal Reserve 
Bank District. Sales by jobbers in 
this district during February were 31.4 
per cent below February last year and 
for January and February were 28.2 
per cent lower than during the first 
two months last year. Jobbers’ stocks 
in February showed a 9.4 per cent 
gain over January. 


SEASONAL LINES 


Garden tools appear to be showing 
more activity at present than any other 
seasonal line. More than the usual 
amount of interest is being shown in 
gardening and a very good trade is 
looked for in all garden tools. Sales 
of pruning shears are quite satisfac- 
tory. Items that are most active in- 
clude rakes, hoes, spades and spading 
forks. Grass seed is still in very good 


TWIN CITIES 


(Minneapolis office of HARDWARE AGE) 
MINNEAPOLIS, March 31. 
PRING work in the agricultural 
districts is definitely under way, 
and spring planting, especially in 
the southern sections, is well along. 
Construction of roads and_ railroad 
work are both developing, and the 
transient laborers are moving out from 
their winter quarters to wherever the 
work is being offered. This movement 
is definitely started and is one of the 
signs of spring in this section, which is 
one of the larger labor markets in the 
country. 


Slight 
—Few 


demand. Last year’s drought played 
havoc with many lawns and more than 
the usual amount of replanting is ex- 
pected this year. Sale of fertilizers 
continues good. There is a fair amount 
of activity in poultry supplies and poul- 
try netting. Wire cloth and screen 
doors and windows are not showing 
much seasonal activity as yet. The 
demand for maple syrup cans has been 
heavier than for a number of years. 


SPORTING GOODS 


In sporting goods lines a fair 
amount of activity is developing in 
fishing tackle, but baseball, golf and 
tennis goods are still rather quiet. 
Automobile tires continue to move well. 
With the present low prices, dealers 
are not withholding orders to the ex- 
tent they have some previous years 
when they looked for possible reduc- 
tions. In radio equipment there is still 
a fair movement of midget receiving 
sets. Mill supply departments report 
a fair volume of business in fittings, 
but other lines are rather quiet. The 
usual spring demand for steel and pre- 
pared roofing is not yet in evidence. 
One local jobber has taken on a line 
of industrial rubber supplies, includ- 
ing mechanical rubber goods, belting, 
packing, floor coverings and _ other 
products. 


U ptrend Noted 
Price Revisions 
PRICE INFORMATION 


Few price changes are reported. 
Jobbers have not changed their prices 
on wire products since the recent ad- 
vance by mills, but will probably do so 
shortly, as the new mill prices become 
effective April 1. Prices for the season 
are out on binder twine. This is quoted 
at 4.9834 Cleveland per 50-lb. bale 
for first quality and $4.6114 for the 
cheaper grade with the usual differen- 
tial for car lots. A 25 per cent ad- 
vance has been made on the Rose line 
of bricklayers’ trowels. _ Last year’s 
prices on game traps have been re- 
affirmed for the coming season. 


COLLECTIONS 


Collections are slow. Many retailers 
are rather hard pressed because of 
their inability to collect from their cus- 
tomers, and are asking jobbers to ac- 
cept notes. 


INDUSTRIAL CONDITIONS 


Industrial conditions in this terri- 
tory continue to improve slowly. The 
gain, however, is largely due to the 
automotive industry, which has gradu- 
ally stepped up since the first of the 
year and is supplying more business 
for the parts makers. 





Trade 


TRADE ACTIVITY 


These activities are bringing with 
them a certain amount of buying of 
seed, tools and other equipment. Build- 
ing is showing a trend toward more 
activity as the season advances, al- 
though at the present time there is but 
slight gain in the volume of construc- 
tion under way. Lumber sales also are 
beginning to show improvement. 


SIGNS OF UPTURN 
In a recent number of a review is- 
sued by one of the local bank corpo- 
rations the statement was made that: 


- Trade Increases Steadily — 
Trend Is Firmer 


“It is the peak period for shipments of 
road machinery, together with supplies 
required for bridge and highway build- 
ing; there will be an unusually large 
amount of construction of roads and 
public works this year. Purchases of 
furniture, housefurnishings, mechanical 
refrigerators, etc., are on the threshold 
of their annual upturn, also it is the 
beginning of the period of the greatest 
distribution of automobiles, tires and 
automotive supplies.” (Sales of cars 
show a decrease up to this point below 
those of last year.) 
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ver the Counter 





they all look alike 


BETHLEHEM STEEL COMPANY 
General Offices: Bethlehem, Pa. 
DISTRICT OFFICES: New York, Boston, Philadelphia, Baltimore, 


Washington, Atlanta, Pittsburgh, Buffalo, Cleveland, Cincinnati, 
Detroit, Chicago, St. Louis. 


PACIFIC COAST DISTRIBUTOR: Pacific Coast Steel Corporation, 
San Francisco, Los Angeles, Seattle, Portland, Honolulu. 


EXPORT DISTRIBUTOR: Bethlehem Steel Export Corporation, 25 
Broadway, New York City. 


Bethlehem Bolts are 
identified by an ‘‘A’’ on 
the head of each bolt. 
Look for the “‘A.’’ it 
indicates a good Bolt. 








The difference between good bolts and ordinary ones is not apparent 
to the customer at the time of purchase. They all look alike over the 


counter. That is why he prefers to buy bolts of a make that he knows. 


Bethlehem Bolts are instantly identified by an ‘‘A,” stamped on the 
head. These are high-quality bolts. Every step in their production 
is carried out within the Bethlehem organization. They are made of 
the grade of steel that is best suited to the purpose. They have clean, 
accurate threads. They are manufactured under the supervision of 
skilled workmen, inspected with great care and come in strong, neat 
packages. You can recommend them to your customers with con- 


fidence as a superior product. 


Bethlehem Bolts will help you to win satisfied customers; to make 


today’s sales the foundations of many future orders. 


BETHLEHEM 
Bolts and Nuts 
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BUSINESS FAILURES 


An interesting angle of business con- 
ditions in the Northwest is shown by 
the number of commercial failures and 
the aggregate liabilities of the firms 
involved in the last year. In ten North- 
west states the increase in failures in 
1930 was 5.8 per cent, as against 28.9 
per cent for the United States. In 
amount, the increase was 1.1 per cent, 
as against the entire country increase 
of 40.2 per cent. Minnesota, Iowa, 
North and South Dakota and Montana 
showed a decrease in the number of 


failures last year. These figures are 
based on a ten-year average, 1920-29. 


SEASONAL GOODS 

The retail hardware trade is show- 
ing some signs of activity in seasonal 
merchandise with the approach of 
clean-up and paint-up time. Dealers 
are showing lines of steel goods for 
use on lawns and gardens, together 
with other spring merchandise. While 
the call is not great at present, a fairly 
normal amount of demand is expected, 
and stocks have been bought accord- 


ingly. 


COLLECTIONS 


Collections are showing a_ steady 
volume, which is perhaps helped out 
by the soldiers’ bonus. The effect of 
this has been felt also in retail busi- 
ness, according to the opinion of re- 
tailers in many lines. 


PRICE TENDENCY 


Prices have shown no change over 
the week. There is a tendency to firm- 
ness and no important changes have 
been made. 





Nebraska Store Uses 


HE C. K. Lawson Hard- 

ware Co., Hastings, Neb., 

is said to enjoy the unique 
distinction of having the only 
neon lighted hardware windows 
in Nebraska and perhaps in the 
West. A night photograph is 
reproduced which shows how 
effectively this system of light- 
ing illuminates the merchandise 
on display. The only auxiliary 
lighting units used in addition to 
the neon tube, are three spot 
lights that are utilized to focus 
attention on any feature unit of 
the display. 

While a red glow results from 
using lighting of this type, this 
has not been found to constitute 
an objectionable feature. The 
red glow serves to make the store 
stand out in contrast to other es- 
tablishments which are illumi- 
nated in the usual manner. 

After installing a special me- 
ter as a means for determining 
the current consumption of this 


form of lighting, Arthur A. Law- 


son of the firm reports that 28 
kilowatts of electricity were used 
during a forty-eight hour period. 

When the store purchased the 
neon tube system, Mr. Lawson 
says that sales representatives 
declared that the installation 
would not use any mere current 
than two 60-watt lamps. How- 
ever, the firm did not get this in 
writing. As a consequence it 
advises any dealer who is buy- 


Neon Tube Show Window Lighting in New Quarters 





ing neon lighting units to be sure 
to have a definite understanding 
as to the guarantee, etc. 

The cost of installation was 
about three times as much as that 
involved in installing a good re- 
flector lighting system. However, 
the store considers the advertis- 
ing it has received by having the 
first neon lighted hardware store 
in the State is worth that dif- 
ference. 





HELLER ISSUES STORY OF 
JIM KING, HDWE. MAN 


“The Story of Jim King, Hardware 
Man, and the Heller Merchandising Sys- 
tem” is an interesting merchandising arti- 
cle issued by W. C. Heller & Co., Mont- 
pelier, Ohio. It is the story of a hardware 
man, who had an old fashioned store, how 
he made the decision to change and mod- 


ernize his establishment and how he ac- 
complished it. This booklet tells how en- 
gineers of the Heller company redesigned 
his store layout along scientific lines. 

This booklet points out the services of- 
fered by the Heller organization and its 
merchandising system. It is pointed out 
that selling is but one phase of the com- 
plex problems facing the hardware dealer. 


The reader is informed how the proper 
system of stock control works in increasing 
sales and profits, when certain rules and 
parts of the system are properly adhered 
to. There are several pages in the book- 
let devoted to letters from hardware men 
who have installed the Heller system, in- 
cluding stock control and modern display 
stands and fixtures. 
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There's no Limit 


to its Possibi 






Example of “Over-the- 
Top”’ Door Equipment 
installed on hand 
made *two-section 
doors. 





“Over-the-Top” Door 
Equipment is adapta- 
ble to all types of 
architecturally design- 
ed one-piece doors. 


verth 


VAaVE V 
Have you investigated “Over-the- 


Top” Door Equipment? If not, you 
really are missing something. This 
unusual, new specialty offers you 
many opportunities for profit—and 
that’s what you are looking for today. 


Here is the most revolutionary de- 
velopment in the operation of garage 
doors since garages came into exist- 
ence. The simplicity of “Over-the- 
Top” Door Equipment and the ease 
with which it lifts vertical doors up, 
out of the way, will amaze you. You 
will agree that it provides the kind 
of convenience a man wants the min- 
ute he sees it. 


“Over-the-Top” Door Equipment is 
remarkably low in cost. It can be 
installed quickly on doors designed 
to harmonize with the building—on 
standard stock doors—or on doors 
now in use. Special doors are not 
required. Thus, every present gar- 
age owner as well as _ prospective 
builder, is a prospect for one or more 
sets. The possibilities for the sale of 
“Over-the-Top” Door Equipment are 
endless—the opportunities for profit- 
able business in your own locality are 
worth going after. Write for more 
information. 






Here “Over-the-Top” 
Door Equipment oper- 
ates a 10’ x 10’ door 
of public garage. 
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Greasing statiorfs ev- 


erywhere are using 
“Over-the-Top” Door 
Equipment. (10’ x 10’ 


doors shown.) 


Frantz _» 
Mfg. Co., Dept. H-4, [PDMSRST NAST NT Sad laced ho sees 


Sterling, Dlinois. 


The sales 
obligation). 


Firm Name 


a Address 


elOp : 


possibilities of 
Equipment interest us. 


Ve mmm www meee eee eeeeees essen 


FRANTZ MEG. CO., ' 
Dept. H-4, Sterling, Illinois : 


“Over-the-Top” Door 
Send complete information (No 


(PRINT PLAINLY) 


Door Equipmen 





PATENTS PENDING BY FRANTZ MFG.CO. STERLING ILL 
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HOW'S BUSINESS 7 


‘? Bt FHS MONTH 


CHARTED BY UNITED BUSINESS PUBLISHERS, In 














HIRTY-FOUR ECONOMIC EX- 
j teisanennrnle OF BUSINESS 
PAPERS PUBLISHED BY THE 
United Business Publishers, Inc. 


E are to a considerable extent dependent in this latter field will show improvement, with a 
upon the good graces of Nature in April. contributory benefit to steel and other tines. 


Normal Spring weather will do much to ac- 


—HERE PRESENT A COMBINED : ; 2 . . sits 
Grinsom ABOUT) SHR COURSE. OF cent and increase seasonable business which, as yet, | Nothing spectacular in any line of business is in 
BUSINESS DURING THE MONTH has shown no decided vigor prospect; and with the closing of congress, politics 
OF APRIL. GOVERNMENT AND passed from the acute to the chronic state, with less 


OTHER RECORDS PROVIDE YOU WITH 
HISTORY OF RECENT MONTHS. THIS 


In some of the larger merchandising lines, distress probable adverse influence on general business. 


merchandise has been disposed of and, with freedom 


BOARD OF EXPERTS DEALS ONLY j 
sid tain chanelle seis idtiidiaaaae from dumping, store executives feel confident that Increases in employment, though not so strongly em- 
ARE BASED ON CLOSE CONTACT retailing will go along normally and steadi'y with phasized in the press at present as those reported 


soon after the first of the year, are steadily being 
made. Confidence, based more securely on many 
small occurrences, rather than hopes pinned on some 


WITH THE MORE THAN 400,000 
SUBSCRIBERS REACHED BY THEIR 
PUBLICATIONS IN FAR FLUNG 


good prospects that unit sales will be slightly higher 
in money value. 













































































FIELDS OF RETAILING AND IN- . . ° <=" 5 ‘ 
Steel, while volume is considerably below normal, anticipated happening, seems to be mending, and 
DUSTRY. ; : 
has an encouraging outiook; and if the optimism in April should see us moving gradually along the up- 
the automotive field rnaterializes, the second quarter —_ ward path. 
BUSINESS | SALES RETAIL STOCKS COLLECTIONS COMMENTS 
| 
Passenger cars 24% bet- p : 
A ; assenger cars slightly F 
le pA ct haa = higher, trucks about About the same in April Passenger car sales for 
4 - 
AUTOMOTIVE Son tlecenames A% 24%, same in April as in gg So gy Ml we April estimated at 280, 
less, trucks 15% less than | ect gga lower than April, 1930. 000; trucks 40,000 
pril, ; ; 
‘ ‘ | With distress merchan- 
| About same in April as | Stocks 5% lower in April nm. | 
NT ; 9% pr No change from March, dise now cleaned up, unit 
OETOnES th Sher a” lower | than in March, and 7% but slight improvement | sale should inorease 
| than April, . under April, 1930. over April, 1930. slightly in money value. 
i ; . Trade sentiment shows 
HARDWARE ~ helnggy oe yf tng | Increase of 10% over fe Paging Page or improvement and future 
hind April, 1930 | March, but 10% lower ment over March, but being viewed with more 
in prit, : than April, 1930. : slower than April, 1930. | optimism. 
Better in all lines in : Life writings should im- 
| April, with life lower and Slight improvement in all prove, and automobile 
INSURANCE | casualty about same as | — ‘*"""" lines over March, and lines will be the big cas- 
| April, 1930. also over April, 1930. ualty producing unit. 
Will be generally better | Same or slightly better Conditions in this indus- 
in April than in March, | jin April than in March, About same as March, try are at last showing 
JEWELRY and same or better than but lower than April, and same or = slightly definite, if slight, im- 
April, 1930. 1930. slower than April, 1930. provement. 
! 
| ne 
Although _ pointin up- 
werdininag Outlook favorable for ward, steel and ola iron 
METAL small, steady gains in |  — ..aae. production volume con- 
PRODUCTS pig iron and steel pro- (0 0000 siderably below normal 
MACHINERY | duction in April. for this period of the 
year. 
Retail stocks will con- High adie ' pebidentiat 
PLUMBING Slight improvement an- an" “ae x * bane Collections continue ark ceasuitn improve- 
HEATING ticipated in April. ——_— Te | ment, with general build- 
ROSES Omy- ing still depressed. 
mal d Increase of stock on If every other month of 
pr rt pep Satind he shelves over March, and Improvement over the year held as much 
9 g, eq ; : March, but below April 
SHOES or possibly better than it will be a more salable 1930. ’ promise, there would be 
April, 1930. stock than in April, 1930. ‘ ss wrong (at retail) 
in snoes. 
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No. 1740 








The GRIFFIN Perfection 
Screen Door Set 


HIS popular GRIFFIN Screen Door Set is a step forward in 
Wccemersea quality and convenience, which will instantly 
impress your customers. > It offers greater efficiency in oper- 
ation and may be applied flush with no mortising necessary. 
> Instantly adaptable to right or left hand doors; interchange- 
able for screen and storm doors; and retails at a popular price. 
Write for descriptive folder at once and have 


this splendid GRIFFIN Perfection Screen Door Set 


on display ready for the screen door season. 


mee —-_-=~”’ 
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Manufacturing Co 


ERIE. PENNSYLVANIA 


“ Branch Offices_, 
“2 Gnicago. 655 W. Randolph’ St. en 
Boston, 7 Batterymarch. 


San Francisco, 703 Market St. 









SI 


as 


« 


= 


SS 


“MS 


nnn 


HTH 


MOUTH ll 


UL 


I 


























58 HARDWARE AGE for APRIL 2, 1931 

















Regardless what the job—regardless who 
the workman—you may rest assured that 
it will be done more easily, more satisfac- 
torily, when the Pliers are Kleins. “Since 
1857” Klein Pliers have been the standard 
with master workmen and with public 
utilities. They have won their dominant 
position, because they represent the high- 
est in quality—the utmost in service. It 
will pay you to carry Klein Pliers in stock. 
Make a note on your want book and order 
from your jobber salesman the next time 
he is in. 


Mathias & Sons 


3200 BELMONT AVE., CHICAGO 

















An Essay on 
Good Sportsmanship 


(Continued from page 39) 


here, as I dictate these lines, if 
we are quite so good when it 
comes to losing. Do we accept 
defeat gracefully? When we are 
knocked out and have to take the 
count of ten, do we get up like 
good sports and start in train- 
ing for the next fight? I really 
think that one of the great weak- 
nesses in the United States is our 
lack of ability to take punish- 
ment. Of course, when you study 
the logic of the situation, when 
you know the law of cause and 
effect the reason for this fact is 
very apparent. We have for so 
many years been the pampered 
darlings of Fortune that we can 
hardly conceive losing the favor 
of this goddess. In other words, 
aren't we as a nation, pretty 
badly spoiled? Isn’t it, as a mat- 
ter of fact, a good thing for us to 
have a little adversity? I think 
so, at least. 


About Arkansas 


Now, speaking of hard luck 
stories, I am in receipt of a letter 
from one of the leading hard- 
ware jobbers in the good old 
State of Arkansas. This jobber 
writes: “Probably you have 
heard that all of Arkansas is 
starving. Probably you have 
read that even the hot springs at 
Hot Springs, Ark., have dried up 
and you can’t get any more hot 
baths there. Our Senator, Joe 
Robinson, in his speeches and 
articles, has told the world how 
hard-hit Arkansas is by the 
drought. He has ‘hollered’ long 
and loud for help. Now,” said 
this jobber, “have you noticed 
our account? Our business with 
you last year was just about the 
same as it was the year before. 
We discounted all of our bills. 


If you will look up your losses 
in Arkansas you will find that in 
the way of bad debts you haven’t 
lost more, or even as much, as 
you have in any other State. Of 
course, Arkansas did have a bad 
drought.. Of course, in some 
places it hit the farmer hard. Of 
course, carrying the farmers over 
on credit from one year to an- 
other made a strain on the finan- 
cial resources and credit of the 
retailers in Arkansas. But,” 
says my correspondent, “you 
will find that we are taking care 
of the situation. We are taking 
care of our retail dealers, and 
our retail dealers, in turn, in a 
big way are taking care of them- 
selves. No one is going to starve 
in Arkansas. No one is going to 
suffer great financial losses in 
this State. We are down, but we 
are not out, and after one or more 
good crops just watch Arkansas 
come back.” 

Then my correspondent writes 
quite a good deal about the men 
who have come from Arkansas. 
He reminds me that the State of 
Arkansas has furnished the East 
with a large number of promi- 
nent business executives, such 
men as Sam Reyburn, president 
of the Associated Dry Goods Co.; 
Charlie McCain, chairman of one 
of the boards of the Chase Na- 
tional Bank, the largest bank in 
the world, and many others in 
New York, to say nothing of men 
like Judge McCulloch, who is 
chairman of the Federal Trade 
Commission in Washington. He 
says: “It is true that many of the 
banks in Arkansas were forced to 
close their doors. This fact has 
been advertised widely, but what 
has been said about the 62 insti- 
tutions that have reopened their 
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doors? This fact has not been so 
widely advertised.” Bad news is 
always more interesting than 
good news. He goes on: “Of 
course, you realize that the main 
trouble with this State is that it 
is a one-crop State — cotton — 
and the cotton growers got 
caught this year on account of 
the extreme drought. For this 
reason the plantation owners 
could not supply their tenants 
with food because, as the banks 
-were closing, they were not able 
to borrow money from them. 


Newspaper Tragedy 
“The New York Times, Liter- 


ary Digest and other national 
publications carried _ terrible 
looking pictures of the condi- 
tions existing in this State and 
represented a deplorable state of 
affairs. It is true that we have 
gone through quite a depression, 
but I believe it is also true that 
you can find within ten blocks of 
the offices of the New York 
Times or the Literary Digest 
people who look as dilapidated 
as the ones who were shown in 
those two papers. You know that 
we always have about one hun- 
dred thousand white tenant 
farmers, share croppers or drift- 
ers who never have anything and 
who never will have anything, re- 
gardless of how good conditions 
are. You also know we have 
some very fine people, some of 
the most substantial hardware 
merchants you can find any- 
where.” 

Then my correspondent adds: 
“T traveled for a hardware job- 
ber in Arkansas from 1906 to 
1919 and my credit losses dur- 
ing that entire period amounted 
to less than $700, almost noth- 
ing when compared with my 
sales. I was in Detroit last Sep- 
tember, before Arkansas had 
ever had a bread line or knew 
very much about one, and 





counted seven long lines _be- 
tween the depot and my hotel. 
This experience is something 
new for Arkansas and the pub- 
licity we got did not seem to 
have any bounds. Detroit, on 
the other hand, had nothing like 
the publicity that was given to 
our old State. 

“Now,” he concludes, “you 
know the State of Arkansas. You 
have traveled over our State. 
You know our merchants, and 
we certainly need a boost from 
an outside man who knows our 
State, after all the adverse pub- 
licity we have received.” 

I think all of the above is in- 
teresting. It is a commentary on 
newspaper publicity. It indi- 
cates how facts of all kinds are 
exaggerated by the press in or- 
der to make a good story. A 
good newspaper reporter when 
he gets a story always tries to 
make it dramatic, and in order 
to help his story he sometimes 
has to stretch the truth just a 
little here and there. It is a 
shame to spoil a good story by 
sticking too close to the truth. 
Besides that, the American pub- 
lic now is getting so stimulated 
by the movies and our plays that 
you can’t really put anything 
over unless it is too terrible or 
too horrible. Here in New York 
I read a wonderful paper like the 
New York Times and then just 
for a change I switch to the 
Graphic, and after reading the 
Graphic the Times does seem to 
be pretty dull literature. Let me 
say right here that Arkansas, 
notwithstanding her present 
troubles, is all right and she will 
come out all right, and possibly 
some of these one-crop cotton- 
growing farmers in future years 
will diversify their crops. Prob- 
ably some day in some town there 
will be a marble statue erected in 
honor of the memory of the 




















Their dependable accuracy, 


durability and  conveni- 
ence have created for 
them a constantly in- 
creasing demand. 
You find 
them most prof- 
itable. 


will 


Stocked by Jobbers 


THE [UFHIN foULE £0. 


SAGINAW, MICHIGAN 


106 Lafayette St., New York City 
Send for Catalog 
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MID-STATES dealer, 
find profits in 
LAWN FENCE 






THE LAST TWO YEARS HAVE 
SEEN A SURPRISING REVIVAL 
in the sale of ornamental Lawn 
Fence. Whether it is a handsome 
town house or a farm cottage, 
almost every home is a prospect 
for lawn fence, trellis and flower 
bed guards. This age of speed 
has made some sort of home pro- 
tection a necessity if children are 
to be safe at play, and maraud- 
ers seldom enter a fenced yard. 





STAR LAWN FENCE, a product 
of the Mid-States Steel and Wire 
Co., is the most complete line of 
decorative fence and accessories 
on the market. It can be sold 
either by the roll or complete and 
erected with posts, gates and 
rails to match. Lawn Fence offers 
one field in which competition is 
not keen . . . few dealers handle 
it, even in the largest cities, but 
those few are finding it an ex- 
ceedingly profitable line to stock. 


STAR LAWN FENCE is made of 
ZINC-BLENDED Wire* and is 
the cheapest permanent home 
fencing ciiule . . as lasting 
as wood and far cheaper than 
either wood, brick or stone. Ask 
our salesman or write us for in- 
formation. 

*(ZINC-BLENDED Wire is pro- 

duced by the GALVANNEAL- 


ING Process under License Ar- 
rangement.) 


MID-STATES also produces field, 
poultry and corral fence, gates, 
steel posts, barb wire, nails and 
staples, plain wire, fence stretch- 
ers, bale ties and metal roofing. 


MID-/STATES 


STEEL ond WIRE Co. 
CRAWFORD/VILLE. IND. 





drought year that led Arkansas 
to diversify her crops. 

I also read all of those articles 
about the people starving in Ar- 
kansas. One evening while I was 
visiting Washington, D. C., I 
went to the Oriental Restaurant. 
I had a friend with me who was 
trying to save his girlish figure. 
He was on a diet. My figure, 
having been lost beyond ‘recov- 
ery, does not worry me, so when 
I sat down at the table I called 
for a good, thick steak, covered 
with fried onions, with hashed 
browned potatoes on the side. 
My friend, upon hearing my or- 
der, completely forgot his diet 
and said to the waiter: “Make 
it two.” Then I looked up and, 
sitting at a table next to us, was | 
| Senator Joseph Robinson, of the | 
| State of Arkansas. The Senator | 
wasn’t starving! No, He 
was surrounding a nice, juicy, | 
thick steak just as fast as he | 
could. He had a friend with | 
him, but he was not indulging in 
oratory. The Senator was devot- | 
ing his time and attention exclu- 
sively to that steak. Possibly 
some of those speeches he made | 
about his starving constituents 
| just whetted his appetite. If Sen- 
ator Joe Robinson’s picture had | 
been circulated with the pic- 
tures of the starving people of 
| Arkansas, we would have had 
| something good to be used along 
the line of “Before and after.” | 








sir! 








Government Regulations 
Shorten Water Fowl 
Hunting Season 


Regulations reducing by 15 days the 
hunting season on ducks, geese, coots 
and jacksnipe have been issued by Sec- 
retary of Agriculture Hyde and signed 
by President Hoover. The hunting 
season in the northern section will be- 
gin 15 days later and in the south it 
will close 15 days earlier. One of the 
effects of the regulations will be to pro- 
hibit hunting in any state in September. 
States will therefore adjust their hunt- 
ing regulations to conform to those is- 
sued by the Department of Agriculture. 
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MASTER LEADS 


. A A fe A A 


Others FOLLOW 





MASTER WINS — ALWAYS 
ON THE INSIDE TRACK 


Our 100% distribution through the le- 
gitimate hardware jobber to the dealer 
has kept us on the inside track! 

No change in our policy — we started 
right —we stayed right! 

Master padlocks are the Fastest sell- 
ing quality padlocks in the World. 


Not sold to Chain Stores+ Mail-Order 
Houses or Cut-Rate Merchants. 


MASTER LOCK CO 


Worlds est Exclusive 


Padlock. ufacturers 
MILWAUKEE, WIS., U.S.A. 
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New Catalogs and 


WOOSTER BRUSH HAS 
MODEL STOCKS PLAN 


Two model brush stocks, said to cover 
about 95 per cent of the requirements of 
any strictly retail hardware store, are pro- 
posed by The Wooster Brush Co., Wooster, 
Ohio. They are planned to help the dealer 
simplify buying and selling, thereby reduc- 
ing the total brush investment. Using 
either of the stocks the dealer may be 
thoroughly familiar with much of the 
Wooster line. His clerks will also have 
the benefit of knowing one brush line. 
Neither of the model stocks is offered as 
an assortment, but as a suggested plan. 

Plan No. 1 applies to average large re- 
tail stores, while plan No. 2 is suited to 
the average small store. Optional lines 
are suggested and the plans are flexible 
so as to fit in with the dealer’s present 
stock where possible. Folder showing 
these two plans and their variations does 
not include the entire line, but is intended 
as model stocks for the average store. In 
the folder attention is called to the na- 
tional advertising campaigns conducted by 
the Wooster company. 


DEALERS 
HELPS 


UNION STEEL INTRO- 
DUCES NEW TYPE 
CATALOG 


Union Steel Products Company, Albion, 
Mich., has introduced a new note in their 
new illustrated catalog, just published. In- 
stead of simply cataloging their own prod- 
ucts—baskets, rubbish burners, dish drain- 
ers, canning equipment, racks and cooking 
equipment—they suggest combinations with 
other products, for selling purposes. Sug- 
gestions include the combining of a rake 
and a rubbish burner, a canning rack and 
fruit jars and other appropriate combina- 
tions. 

This recognizes that the dealer’s prob- 
lem is not only merchandise, but merchan- 
dising. The “two for a bargain price” idea 
is especially effective when the two items 
are closely related in use, so that both are 
really needed at the same time. 





Spring Window Display 


STOUT, who installed 

the window below for 

© the Stillman Hardware 

Co., Oshkosh, Wis., says that 
HarpwarRE AGE gave him the 
idea for the attractive display. 
Observing a similar display ex- 
plained and reproduced in its 


columns, he adapted the idea to 
suit the specific requirements of 
the store. The background is 
easier to construct than might be 
imagined, since it is of wall- 
board finished in plastic paint. 
Perhaps you too can use the idea 
to good advantage. 














These PIPE | 


WRENCHES 
even feel different— better 
designs, better materials, 
better balanced ... . 





Once in the customer's hand, these wrenches 
are half sold—they even feel different. There 
are ‘10 improved features on the all-steel 
pipe wrench alone, including: No Cast 
Frame or nut housing, a coil spring, an 
improved self-cleaning action and replace- 
able tool steel lower jaw. 


Jaws of the ARMSTRONG Chain Wrenches 
have forged-in lugs that prevent the chains 
from jamming. Even the handles are drop 
forged steel, have both stiffness and spring. 
The chains are proof tested to two-thirds 
catalog strength (1,200 Ibs. to 40,000 Ibs.) 


These are wrenches that can be sold, that 
.can't be successfully imitated. They stand 
up, and make friends for your store. 


These wrenches carry the Arm-and-Hammer 
Trade Mark=—the recognized mark of the 
“Better Pipe Tools.” 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
314 N. Francisco Ave., Chicago, U.S.A. 











Write for Catalog B-27, 
176 pages of Quality Tools 
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KE KEES te 


PROFIT MAKING 








HARDWARE SPECIALTIES 








Kees Improved 


Calf Weaner 


Here’s an item that scores of your 
farmer customers wil! buy on sight. 
There are no split keys, bolts or 
buckles to bother with. Just one 
snap and it’s on. 


Nothing to injure the calf’s nose. 
Balls are perfectly smooth—made 
of galvanized, pressed steel—won’t 
break. Prongs can be bent down if 
desired. Perfectly humane. Write 
for sample and catalog of many fast 
selling Kees Hardware and Building 
Specialties. 


F.D. KEES MFC. Co. 


BEATRICE, NEBRASKA 














Speed Up 
the 
Wheels of 


Industry 


Write to your jobber 
today for any of the 
merchandise adver- 
tised in these pages. 
Don't wait for the 
jobber’s salesman. 


You may forget. 











Federal Reserve Board Finds 
Upward Trend in Business 


Some favorable factors, indicating 
that at least in parts, the business and 
industrial movement is upward, were 
disclosed in the Federal Reserve 
Board’s monthly review. 

“Output of most of the important 
industries increased more than season- 
ally in February,” the board said. “Al- 
though factory employment advanced at 
a less rapid rate, the volume of wage 
payments at factories also rose by more 
than the usual seasonal amount. 

“The general level of commodity 
prices continued to decline.” 

The board found that industrial pro- 
duction, measured by the index, which 
is adjusted to allow for seasonal varia- 
tions, increased by 4 per cent in Febru- 
ary from the low level prevailing in 
December and January. 





New York Merchants Push Bill 
To Advertise State to Tourists 


The Merchants’ Association of New 
York City has forwarded a plea to 
three State leaders that New York 
State take active steps toward resusci- 
tating the waning tourist trade. The 
association pointed out that New York 
had become little more than a thorough- 
fare for Western and Southern tourists 
to speed through on their way to vaca- 
tions in New England and that the 
light on many of the State’s beauty 
spots had been hidden under a bushel. 


Imports of Golf Balls Increased 
In Price and Number 
During February 


(From Our Washington Bureau) 


Imports of golf balls in February 
numbered 65,414, valued at $19,984, a 
unit value of 30.6c. per ball as compared 
with 24.4c. in January. All incoming 
shipments in February were from the 
United Kingdom. Imports in January 
were 10,896 golf balls, valued at $2,661. 





Enameled Ware Shipments 
Increased in January 


January. shipments of enameled, 
sheet-metal ware, as reported by 15 
manufacturers, representing approxi- 
mately 80 per cent of the industry, 
were 267,232 dozens, valued at $985,- 
756, as compared with 250,568 dozens, 
value at $873,906 in December, 1930, 
and 332,146 dozens, valued at $1,171,- 
913. in January, 1930. The enameled 


ware included in this summary consists 
of cooking, household, and hospital 
utensils having a vitreous coat on a 
sheet steel or iron base, and does not 
include equipment such as stove heat- 
ers, signs, etc. 


Bank Debits Increased 10 Per 
Cent in Week Ended March 18 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board 
by bankers in leading cities for the 
week ended March 18, aggregated $12,- 
038,000,000, or 10 per cent above the 
total reported for the preceding week 
and 27 per cent below the total for 
the corresponding week of last year. 

Aggregate debits for the 141 centers 
for which figures have been published 
weekly since January, 1919, amounted 
to $11,321,000,000, as compared with 
$10,337,000,000 for the preceding week 
and $15,663,000,000 for the week ended 
March 19 of last year. 


Depression Has Slight Effect 
On Retail Credit Conditions 


Retail credit conditions for 1930 
were apparently little affected by de- 
pression, according to the semi-annual 
retail credit survey of the Department 
of Commerce. This shows that current 
accounts of department stores and re- 
lated lines were paid in a prompt man- 
ner and that new ones assumed the 
same proportion to cash sales during 
the last half of 1930 as in the first half 
of the same year. The analysis was 
made by William L. Cooper, director 
of the Bureau of Foreign and Domestic 
Commerce. 

Despite decreased business activity 
during the latter half of 1930, the re- 
ports to the Bureau from 376 retail 
establishments’ in twenty-four cities, 
with annual sales totaling approxi- 
mately $1,000,000,000, showed no dis- 
turbing changes in retail credit condi- 
tions. 

“The fact that changes are small is 
a matter of considerable satisfaction 
to us and the credit authorities who 
requested us to make these surveys,” 
Mr. Cooper said. “It would seem that 
sufficient time has elapsed, since prac- 
tically all of the obligations liquidated 
during the latter half of 1930 were 
assumed after November, 1929, to 
judge the effect of the business depres- 
sion on the retail credit has stood the 
test in a highly satisfactory manner.” 

Bad debt losses on open credit ac- 
counts for the group of stores as a 
whole were 0.6 per cent in 1930, as com- 
pared with 0.5 per cent in 1929. Similar 
losses on installment accounts rose to 
2.9 per cent for the half year com- 
pared 1930, with 2.5 per cent for the 
same period of 1929. 
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Chieago’s Model Store 


(Continued from page 34) 


ture of hardware and _ allied 
lines. 

The general plan as evolved 
by J. C. Amis, secretary-treasurer 
of the Chicago Retail Hardware 
Association, is to provide the 
hardware retailers of the Middle 
West with, what might aptly be 
termed, a merchandising labora- 
tory; a place where the latest 
things in arrangement and dis- 
play may be tried out and ana- 
lyzed; where the individual mer- 
chant may come for special help 
in his merchandising and dis- 
play problems. 

The store itself is laid out 
purely from the dealer’s view- 
point, and the idea is carried 
through with displays of mer- 
chandise of the type which 
should be sold in the average 
hardware store. Actual stock is 
carried in about the quantities 
for proper display, and the sam- 
pling on panels is of the type 
considered the best for hardware 
display purposes. The open top 
tables carry the usual assort- 
ments of merchandise, arranged 
in accord with the latest ideas 
on open display. This merchan- 
dise on the tables will be changed 
at regular intervals, and the 
tables themselves will be moved 
to accord with the best merchan- 
dising principles. 

The goods on display are fur- 
nished by various manufacturers 
on a space basis, while the 
equipment used is that of Hib- 
bard, Spencer, Bartlett & Co. 

The store will be open daily 
and visiting merchants are al- 
ways welcome. In fact, the as- 
sociation is urging all hardware 
merchants to form the habit of 
visiting the store at regular in- 
tervals in order to keep informed 
concerning the new develop- 
ments in- merchandise and dis- 


play. 





Dazey Churns 


sold only through 


Jobbers 1 Dealers 


The DAZEY has been the leading Churn for 
many years and has always been sold through 


== legitimate Jobbers and Dealers. Endorsed by 
Good Hnickeeping Institute, State Agricultural Colleges, and 
Scientific Buttermakers everywhere. It is strictly a “Quality” 
Churn. Only the best materials are used and carefully as- 
sembled. Made in sizes to suit everyone’s 
requirements, from 2-quart to 10-gallon. The 
extension of electric power lines into rural 
districts has opened up a new field for 
DAZEY Electric Churns. 


DAZEY SHARPIT 


All purpose household Sharpener. 
Requires no skill. The original 
Sharpener of its type. Patented 
grinding wheels. Attractively fin- 
ished in rust-proof electro plating. 
Furnished with removable, revers- 
ible clamp. 


Order from Your Jobber 


Dazey Churn & Manufacturing Company 
St. Louis 




















For whom did Daddy 


buy the electric train? 


Right now it looks like a 50-50 proposition. 
Dad is just about as interested as Junior. Men 
never quite lose the romantic touch that a 
well constructed toy gives—even a gray- 
' haired woman looks with interest at a doll. 


But the Kids Themselves 


Are Your Best Salesmen 


Give your toy line prominence, both in the 
store and in the windows. Make TOYS a 
source of profit throughout the year. 





KEEP TOYS CONSTANTLY ON DISPLAY 
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Hamerine HOME 


to the nation-the blade that’s 
BONDED fo give FIVE PERFECT 


BUY A BONDED BLA 
: MR. JOBBER! 
If a have not already 
taken on this line, 
Ammco has an excellent 
proposition for you. 
Write us 
AMMCO 
150 West 28th Street 

New York City 





displayed in your 
store will bring you 
extra profits. 














SHAVES 


Again and again, in these maga- 
zines, gaining force with every 
repetition, we are going to ham- 
mer home to millions of shavers 
that Ammco is a better blade. 
So much better that we have 
bonded it with the New Amster- 
dam Casualty Company, whose 
$28,000,000 of assets guarantee 
the return of the purchaser’s 
money if any blade fails to give 
at least five perfect shaves. 


Local newspaper advertising has 
already put Ammco blades into 
49,000 stores in New York, Chi- 
cago and Philadelphia. And so 
we know what it will do through- 
out the country. You will feel 
the great demand that this cam- 
paign cannot fail to bringin your 
store. Have a card of Ammco 
blades on display. It means ex- 
tra profits without extra trouble. 


AMMCO, New York, 150 W. 28th Street; 
Philadelphia, Drexel Building; Chicago, 
35 So. Dearborn Street. 


ASK YOUR JOBBER 


AMMCO 


4. ror Die 
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Little Things Worth Knowing 
About Selling Pocket Knives 


OST men are more particular about selecting 
their pocket knives than in choosing many 
other articles involving a much larger ex- 
penditure. They are anxious to get one that is 

“just right” and will frequently deliberate longer in 
making the choice of a $1.50 pocket knife than in se- 
lecting a $150 radio set. Nearly every man has a dif- 
ferent conception of the kind of pocket knife best suited 
to his use. If the salesman takes pains to see that the 
customer is unhurried and is enabled to choose a knife 
that strikes his fancy to a “T,” the store has gone far 
in acquiring a loyal, steadfast patron. 
The farmer usually favors a fair- 
ly heavy knife, of good quality, 
having three or four blades of vary- 
ing shapes, in order that a suitable 
blade may be available for all ordi- 
nary uses. Usually, patterns hav- 
ing a punch blade, a castrating 
blade, and large and small blades 
for general purposes, are most pop- 
ular with farmers. The _ size, 
shape, as well as the weight of the 
knife, the kind of handle, type of 
bolsters, and other factors, also re- 
ceive due consideration. A fairly 
thick, “stocky” handle is generally 
favored as it provides for a good 
grip. Several different patterns of 
appropriate types should be shown 
so that the customer can express a 
preference for the one that strikes 
his fancy. The office man and others 


A complete and attractive 
display of sharpening 
stones, strops and grind- 
ers. Many of these 
items are directly asso- 
ciated with cutlery and 
make excellent “second 


sales”” when the _ cus- 
tomer buys _ razors, 
pocket knives, kitchen 


and table cutlery. The 
display was made by J. 
W. Whamond for Tracy, 
Robinson & Williams 
Co., Hartford, Conn., 
and produced profitable 
sales for that firm. 





tollowing similar pursuits, generally prefer a smaller 
and lighter type of knife having two or more blades. 
In this instance, the prospect’s pocket knife require- 
ments are governed by the need for a knife that will 
sharpen pencils, cut parcel twine, and serve as a mani- 
curing aid. A small manicure blade is often favored, 
while smooth handles, having rounded, bolstered ends 
and thin bodies, are popular types. 

These are but two types of pocket knife buyers of 
the many that must be considered. It is almost possible 
to judge the pocket knife customer’s occupation by the 
type of knife which he selects. The amount pocket 


1TARDWARE 




















66 HARDWARE AGE for APRIL 2, 1931 





knife buyers will spend depends largely upon their 
pocketbooks. The man in moderate circumstances may 
be willing to spend at least $1.50 to $2, while more 
prosperous customers can be easily sold higher priced 
patterns having pearl, silver or gold handles, etc. 

If a warranty is mentioned by the salesman, it is well 
to mention exactly what such a guarantee covers. If 
this is neglected, some customers will abuse the knife 
by sharpening it on a power-driven emery wheel and 
will then return the knife for replacement. Then it is 
too late to tell the customer that the warranty did not 
cover such abuse, without creating ill-will for the store. 

It is wise to state that the knife is fully warranted 
to serve its intended purpose—to hold an edge, and to 
be free from defects. It is well to say that the blades 
have been carefully tempered so that they are neither 
too soft nor too hard, but are exactly right for gen- 
eral use. Explain that an attempt to sharpen the knife 
on a power-driven wheel will draw the temper and ruin 
the edge. Then produce some proper types of pocket 
knife sharpening stone—show the customer how to use 
it, sell him the stone, if possible. Advise the customer 
to use a drop of oil on the spring occasionally, and offer 
tc dress up the edge, or all the knife, when the cus- 
tomer comes in on other business. 

When taking a knife from the case a better impres- 
sion is made upon the customer if the blades are all 
opened by the salesman and the knife is then handed 
to the customer. If the knife has crocus polished 
blades, a chamois skin can be used to remove finger 
prints before the knives are replaced in the case. A 
velvet pad upon which the customer can lay the knives 
as they are offered to him for inspection will be found 
to be an asset. 





If an expensive knife is purchased (and this should 
always be the goal for the salesman), a little additional 
gesture will prove a good will builder. This can take 
the form of a leather pouch to neatly inclose the knife 
to protect it and prevent it from wearing the pocket. 
Likewise, when knives are purchased for gift purposes, 
neat boxes can be provided as a finishing touch to the 
transaction. All the points mentioned are minor de- 
tails, but it is well to remember that frequently a com- 
bination of small things will produce major results. 


The Best Time to Advertise 
Is When You Need Business 


HERE is something decidedly uniform in the 

| recommendations of business executives con- 

cerning the policies which should govern bus- 

iness at this time: “Give better service; Reduce over- 

head; Get the facts concerning your business; Co- 
operate with sources of supply and advertise.” 

We wonder why they put advertising last, partieu- 
larly when advertising can be made such a powerful 
force in starting a brisker circulation of money. Just 
consider for a moment what advertising, properly di- 
rected, could do toward increasing the activity of 
business. If each merchant in the United States 
would, through advertising, induce just two people 
each day to buy items they could use to advantage, 
but which they had not intended to purchase, everyone 
would soon be busy. 


This ivory and 
green kitchen 
utensil window 
display in Dicker- 
man’s Hardware 
Store of Walling- 
ford, Conn., at- 
tracted attention 
of passers-by. 


The center piece— 
an arch-like rep- 
lica of a kitchen 
window with green 
shade and gay 
canary curtains— 
was furnished by 
the manufacturer, 
Wallace Bros. of 
Wallingford. The 
home-like atmos- 
phere provided by 
this setting served 
to emphasize the 
cheery tone that 
these colorful 
utensils lend to 
the kitchen. 
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The Best Selling Cutlery for Your Locality 
In A Display Case “Made to Fit’? Your Needs 





Cattaraugus Cutlery has been made by the 
same company for more than half a cen- 
tury. Since 1876 its QuaLity has been 
steadfastly maintained by three genera- 
tions of the Champlin family. 


Cattaraugus is practically the only concern yj Yi 
in the U. S. that devotes its entire energies ( Y, YY ibs W ¥ Yb Ae pA We 
to the manufacture and sale of CUTLERY lA LE Mel h ae is We 7 


only. After years of research we had a 
Special Steel made to our own formula, 
hardened and tempered by a _ process 
which insures absolutely uniform high 

Wall Style Display Case. 


quality. Lower cut shows compart- 
ments for stock. 





We Supply A Display 
Case To Order To Fit 
Your Store Space 
And Stoek . . .- 


A beautiful glass - covered, 
dust-proof case with compart- 


Our Guarantee 
Proteets Your 
\ Interests .. . 


For over 50 years we have 

















kept a carefully compiled 
sales record of the Best SELL- 
ING Cattaraugus items in every 
section of the U.S. We make 
up a “Special Assortment” for 
you of the numbers which sell 
‘best IN Your Locatiry—the 
full line or any part of it. 
With your initial order for a 
moderate investment in Cat- 
taraugus Cutlery— 


SAAPANAAN A) 
KAA R A & cel! 
REARAGES 


i & EAM 


-ments or display drawers for 


and selling price. Facilitates 


on the market. 


an adequate stock of each 
item. Each sample is promi- 
nently displayed and plainly 
marked with stock number 


reordering—simplifies inven- 
tory. A self-contained cutlery 
department that makes sales 
as soon as shown. We also 
furnish Lupton Steel Cutlery 
Displays or any other stand- 
ard type of Cutlery Display 





We Sell Direct 
To the Dealer 


Cattaraugus Pocket Knives, Scissors, Shears, 
Kitchen Cutlery, etc., are sold direct to you. 
This enables us to study ‘your individual re- 
quirements and help you develop a profitable 
sales volume. After six months’ display any 
pattern that does not move satisfactorily is re- 
turnable for exchange for some other number 
that will move more readily. Our line must 
prove profitable, or we don’t want you to KEEP 
it. Send for complete information and catalogs. 


CATTARAUGUS CUTLERY CO. 


LITTLE VALLEY, N. Y.. U. S. A. 
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Efforts that SELL 


SPECIALS 


WILL SELL CUTLERY 


East Orange, N. J.— Hardware dealers all 
over the country are on the lookout for new lines and 
items to add to their stocks that will attract attention, 
bring customers into their stores, stimulate sales 
and add profits. In their efforts to accomplish these 
results, some have tried schemes that make strange 
bedfellows for, hardware. Perhaps, in so doing, 
they have overlooked the possibilities that lie in 
lines regularly carried. There is an old axiom 
that still remains true—“The other cow’s pasture 
always looks greenest.” 

In a recent issue of this magazine an article 
tells of a Boston hardware merchant who sells 
candy. A store in a New York State town sells 
goldfish and aquariums. A New Jersey merchant 
installed a soda fountain. Another merchant is now 
selling plant bulbs and a certain dealer recently 
stated, during a talk at a convention, he might put 
in a stock of sugar. 

None of these are logical items for a hardware 
store. Apparently the idea is to do something dif- 
ferent and, because it is novel, cause people to talk 
about it. It should be remembered, however, that 
in this age the most remarkable innovations become 
commonplace almost overnight. The bread and but- 
ter of the hardware merchant 
must come from sales of items 
that are logically hardware or 
closely related goods. 

In many cases observed by 
the writer, these new and 
rather strange items are usual- 
ly displayed in a prominent 
place in the store, as they 





: Fred B. 
must be to accomplish the ex- Hinchman 
pected results. Unfortunate- 
ly, in most stores, some staple far afield 


line must be submerged and 
relegated to a place in the store 
that foredooms it to almost ex- 
tinction. In several instances 
household cutlery is the vic- 
tim. 


sales. 


It must be presumed that the dealer has deter- 
mined that household cutlery in his store is not an 
important line, but the question must arise: has 
cutlery been given a real chance to show it is a 
going line and a profit-maker? 

There are many angles to this question and prob- 
ably some dealers will insist that cutlery has been 
given a fair chance to prove its worth as a profit- 
making line with a reasonable turn-over and did 
not prove such. Observations made over a period 
of more than ten years by one whose sole interest 
has been cutlery sales will not affirm such a de- 
cision. Hardware dealers who know cutlery, who 
make good displays in the store and, frequently, 
in the windows, know that it is a profit-maker, a 
year-round seller, which should not be displaced to 
make room for new and novel items not kindred to 
hardware which, in many instances, are seasonal 
and short lived. 

Cutlery manufacturers have, for many years, co- 
operated with hardware dealers either direct or 
through jobbers to provide display cases, sample 
panels for wall fixtures and window display mate- 
rials. Some have spent considerable sums on na- 
tional advertising. Much thought and money has 
been spent on attractive packages, rayon-silk box 
linings, easel-backed display boxes, etc., all, of 
course, for the purpose of attracting the attention 
of the prospective buyer, the consumer. These fea- 


Give Cutlery a Chanee! 


Mr. Hinechman in a letter urging 
hardware dealers not to go too 
in seeking merchandise to sell. 


says “other pastures always look greenest” 
but believes quality household and other 
eutlery well displayed will make profitable 
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ECONOMY | aS. 


In the Restaurant 


BEAUTY oP 


in the Home 























HE calculating business brain of the 

restauranteur reasons differently from 
the discriminating mind of his wife... 
Each of them represents a market for 
products marked “Stainless.” 

In a cafeteria, the man sees that “Stainless 
Equipment” eliminates the cost of polishing 
and replating and also reduces the bills for 
cleansing compounds. The price of the “Stain- 
less” article is small in comparison with the 
continual saving that its use effects. 

At home he admires the Stainless Steel 
Blade that his wife has purchased be- 
cause it has quality and deep, rich 
beauty. Like fine silverware, it stands as 
a life time investment, but unlike silver, 
it needs no polishing and can be made 
bright as new by a few seconds rinsing. 





STAINLESS STEEL 








ips 




















These sales reasons are simple 
facts but they are powerful weapons 
behind the counter . . . The market 
for “Stainless” Hardware is large 
and ever-growing. To grow with 
it, you must understand it and be prepared to 
supply it... It embraces Razor Blades, Cut- 
lery (table, kitchen and pocket), Scissors, 
Squares, Rules, Tapes, Hammers, Golf Clubs, 
Building Hardware, Kit Tools, Screws, Skates, 
Nails, Bolts and Nuts ... Write for our 
booklet “Stainless in the Home.” It illustrates 
many new possibilities for ‘Stainless 
Hardware.” Genuine Stainless Steel is 
manufactured only under the patents of 
AMERICAN STAINLESS STEEL COM- 
PANY . .. Commonwealth Building, 
Pittsburgh, Pennsylvania. 
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Gem Leads Because Gem Deserves Leadership 


Cheer Up... 
your Clipper 
Ship is coming 
in, loaded with 
Gems... 





Nothing like a few counter cards of nationally 
advertised Gem Nail Clippers to brighten up 
sales. With everybody “dolling up” to greet 
the gradual return of prosperity there is a big- 
ger need than ever . . . for Gems. 


Perfectly made . . . perfect 
in performance . . . and 
Cellophane wrapped to pre- 





vent rust or spoilage while Sem 
in stock. Retails 
at 50 cents 


AND ... Gems sell them- 
selves. 


The H. C. Cook Co. 


Ansonia, Conn. 





‘ Gem Jr. 
Retails 
at 35 cents 














A Red-Hot Retailer 
No. 1284 Assortment 


Blue, black and green enamel, cocobolo and genuine 
macassar ebony handles. Stainless steel blades. 





See Your Jobber at Once 


THE ONTARIO KNIFE CO. 
Franklinville, N. Y. 











tures are fully appreciated by the wide-awake deal- 
ers and, by them, used to the utmost advantage. 
Such dealers have no fault to find with their cutlery 
sales and profits. 

Dealers who report that their cutlery sales amount 
to very little are almost invariably those who fail 
to make the most of the display features available. 
Neighborhood location, naturally, plays an impor- 
tant part. In poor neighborhoods high-grade cut- 
lery, which is of necessity high-priced, will not 
sell in as great volume as medium-grade and cheap 
goods, but under such circumstances store salesmen 
who are worthy of the name can show surprising 
results by using intelligent salesmanship. 

Most of the cheap cutlery sold is not worth the 
price asked when gaged by length of service and 
satisfactory performance. The poor man, whose 
dollars are few should get as much for his money 
as possible. A dime, quarter or half-dollar added 
to the cost for a cheap knife, short-lived and un- 
satisfactory, will often buy one of the finest grade 


_ that will last a lifetime. 


The kitchen cutlery of today; the table knives 
and forks; the carving sets are vastly superior to 
those our mothers and grandmothers used. The 
lustrous, beautifully polished, mirror - finished 
blades of rust-resisting, stainless steel; the handles 
of highly-polished hardwoods, of clean white or 
colored pyralin, of selected staghorn; the colorful, 
attractive display boxes; all make splendid mate- 
rials for window displays, for show-case and coun- 
ier displays. 

Give more thought to cutlery displays—give cut- 


lery a chance. 
(signed) FreEp B. HincHMaN. 

N. B.—Mr. Hinchman undoubtedly has in mind 
many instances of hardware dealers giving aggres- 
sive ballyhoo to goods rather remote from the hard- 
ware picture, and feels that if similar attention had 
been given to cutlery, and kindred staple depart- 
ments comparable success might have been accom- 
plished. Unfortunately this is often true. The re- 
sponse given to a widely advertised special or a 
foreign line, often encourages the belief that the 
goods themselves are more readily salable, when 
the truth of the matter is that the extra selling 
effort has been largely responsible. However, we 
are not entirely in accord with his letter when he 
says of certain non-hardware lines “None of these 
are logical items for a hardware store.” We are con- 
vinced that the hardware store of the future will 
find most logical all and any lines of merchandise 
which either offer in their own sale a profit oppor- 
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Seymour SmiTH 
PRUNING SHEARS 


Sell Fast at Pruning Time 






















Are you stocked up to meet the 
demand? 














HEDGE Send for catalog of all Seymour PRUNING 
SHEARS | Smith garden tools. SHEARS 
Seymour Smith & Son, Inc. 
WY Yay KU, big Sf Oakville, Conn. 
Z at 

SEIN IIE NINE NM 

CHRADE AF ETY ACME-OVAL 

Pash Button tnife 
The Fastest Selling 


No 
pred 


Scissor Brand 






Helps Dealers make more 
sales and greater profits 


Our large production enables 
us to offer low-priced and 
medium-priced, strong and 
durable Scissors and Shears 
that cut easily, meet compe- 
tition, and give good satis- 
faction. 


salty 


Lock 


Cast, open-hearth and forged 
steel grades. 


Complete range of patterns 
and sizes to retail profitably 
at 10 cents to 50 cents. 





Push the button and the blade opens auto- 


matically. Safety slide locks the button with the blade 
open or closed. DOUBLE-LOCKED—the only Safety Send for Illustrated Price 
Knife that is actually Double Locked. It requires two Sheets. 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. THE ACME SHE AR CO 
. [VERLASTINGL 5 t ' Knowlton and Joseph Streets 
Manufactured exclusively by 
SCHRADE CUTLERY CO. Walden, N. Y. Bridgeport Conn. 7 
Also manufacturers of a complete line We Sell to the Wholesale Trade Only 


of Schrade regular type pocket knives. 
Send for Catalog E. Factories: Walden, N. Y.—Middletown, N. Y. 

















Good Management 


is merely the transmission 
of the intentions and pur- 
poses of the management 
through the staff to the 





R. MURPHY’S STAY SHARP Knives have met the most exacting require- 
ments so satisfactorily for 81 years that they are standard equipment in 
schools the world over. Are you in a position to supply your neighborhood 
schools? Remember too—the boys in your vicinity—always ‘ Prt | things”’ 
—offer a big market for R. MURPHY STAY SHARP SLOYD Knives. 
Once tried—they prefer ont For Professor or Layman they are the 









FINEST Sloyd Knives m 
customers. Here’s a few others in the R. MURPHY line: 
Shoe Knives Rubber Knives Clam Knives 
Roofing Knives Pruning Knives Shirt Cutters Blades 
Oyster Knives Kitchen Knives Pattern Makers Blades 
Paper-Hangers Knives, ete. 






Write for prices and complete Catalog. 
ROBERT MURPHY’S SONS CO., Ayer, Mass. 
saieetieeietiitinen 
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eee MAKES THE 
ADVANTAGES OF 


GRAPHITE 


AVAILABLE TO INDUSTRY 





























For more than a century the Joseph 
Dixon Crucible Company has pio- 
neered in applying the advantages of 
natural flake graphite to the lubri- 
cation problems of Industry. 

The graphite used in all DIXON 
GRAPHITE PRODUCTS is a natu- 
ral flake graphite which in purity, in 
uniformity, in lubricating and pro- 
tecting qualities has never been 
equalled. 

Our obligation to Industry is that of 
incorporating in DIXON GRAPH- 
ITE PRODUCTS the full benefits 
with which Nature has already en- 
dowed Graphite. That this trust has 
been fulfilled is evidenced by Indus- 
try’s recognition and acceptance of 
Dixon Graphite Products. 


DIXON GRAPHITE 


PRODUCTS 
Flake Graphite Graphite Seal 


Graphite Cup Grease Pipe Joint Compound 


Waterproof Graphite Industrial Graphite 
Grease Paint 


Write for Circular 40-C 


JOSEPH DIXON 
CRUCIBLE COMPANY 


Established 1827 


Jersey City DOK 


New Jersey 


















tunity or provide a magnet to draw more people 
into the store to see the regular lines displayed. 
This should not necessitate relegating cutlery and 
cther household items to burial grounds, but should 
be a means of increasing the sales possibilities in 
these staple departments. In adding foreign lines 
as loss leaders it would be well to place them in the 
store at a point where the customer would be forced 
to see the majority of regular stock which they will 
if displays are prominent and have visible talking 
price cards. 
- —Tue Epirors. 





Anniversary Model 
Twinplex Stropper 


A twentieth anniversary 
razor stropper is offered by 
the Twinplex Sales Co., St. 
Louis, Mo. It will be on 
sale throughout the coun- 
try on April 15 and is de- 
signed to do the job of 





| sharpening and stropping 


of Gillette and Probak type blades-in one operation. The stropper 
is sold on a 30-day trial offer with a 90-day guarantee against 
mechanical defects. This model is of the open-face type, permitting 
the operation of the mechanism to be seen and easily understood. 
It is finished in aluminum and black. Suggested retail selling price 
is $1.69. Dealer cost is $1.15 each. 


Social Service Tray Sets 


Social Service Tray Sets consist of four trays, four dessert 
knives, four dessert forks and four or eight teaspoons. The sets 
are intended for the use of afternoon teas, bridge parties or buffet 
suppers where the cafeteria system of serving refreshments or meals 
is desired. Utensil handles are available in red, green, champagne 
and blue, with choice of blue, green, red and amber colored trays. 
All utensils have pyralin handles and solid stainless steel bodies. 
Sets with only four teaspoons in any ef the four selections above 
list at $18.50, while the sets with eight teaspoons list at $24. Sets 
with pyro-pearl handled utensils, in black and white, list at $19 for 
the 12 piece and $25 for the 16 piece set. List prices include four 
trays to suit customer’s selection and cotton flannel roll for cutlery. 
John Russell Cutlery Co., Turners Falls, Mass., is the maker. 
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emind 


your customers 
of their needs.. 





Display Bassick Casters 
and NoMar Rests... and 


Double Your Sales! 





Keep Bassick Floor Protection equip- 
ment out in the open — where cus- 
tomers can see it. 

Remind them of the balky casters 
on their beds that stick, bind, and 
ruin floors. 

Remind them of the unguarded 
legs of their sofas and upholstered 
chairs that are gouging the living 
room Carpet. 

You'll double your sales of Bassick 
Casters and NoMar Rests with an 
open-table display. You'll welcome 
the steady profits they bring in all 
year long. 

Stock our 7 standard items—display 
- them—keep the line complete—and 
you'll fill all your customers’ needs. 

Your jobber can supply you. Write 
for our dealers’ catalog No. 106. 


THE BASSICK COMPANY 
Bridgeport, Conn. 


Branch Offices in: New York City, Chicago, 
Philadelphia, Atlanta, Ga., Grand Rapids, 
Mich., Evansville, Ind. 


_Bassick 


“For 35 years the buy-word for fine casters and furniture rests” 























Girls are Thrilled 
With Them 


Tusy 
LOOK REAL 





Parents Admire 
Them 


Doll House Furniture sets in two sizes. The 
midget bathroom and kitchen sets, and the larger 
set, popularized by the accuracy with which they 
resemble the real thing. 


The new No. 625Y Kitchen Set, $1.50 retail. 
The new No. 683G Bathroom Set, $0.50 retail. 


Will fit any moderate sized doll house at a 
price to meet the popular demand. 


They are sturdily built to withstand the rough 
treatment of child play. Each toy is a duplicate of 
its larger cousin that the child's mother uses in her 
own home. This is what makes Arcade Toys so 
popular, it is what stops the passersby at your store 
window. 








Our New 
Chieago Office 
Open May Ist 

Merehandise Mart 
Room I4III 





ARCADE:TAYS 


ARCADE MANUFACTURING COMPANY 
FREEPORT, ILLINOIS 


BRANCH OFFICES: 
New York 


REPRESENTATIVES: 


; Dallas J. T. Rowntree, Inc., 
nated aa D. D. Otstott San Francisco Portland 
Sarehinndice Kast Inc. Los Angeles Seattle 

Room 14111 Santa Fe Bidg. Salt Lake City Denver 
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Allith 


Garage Door 
Hardware 


—satisfies exacting 


ARCHITECTS 


—saves ovetions time for 
CONTRACTORS 
and 


BUILDERS 


—makes lifelong friends of 


OWNERS 


—earns good profits for 


DEALERS 


There’s an Allith Hanger for 
every size door. Every one has 
reliability built in so that re- 
gretability stays out. 


Get Allith Catalog No. 100. It 
is the authoritative buying 
guide for every door hardware 
need. 


Allith-Prouty Company 
DANVILLE ILLINOIS 


Manufacturers of 


Fire Door Hardware 
Overhead Carriers 


Garage Door Hardware 

Rolling Ladders 

Spring Hinges 

Airport Door Hardware Malleable Iron Washers 

Industrial Door Hardware Stadium Seat Brackets 
Certified Malleable Iron Castings 


Door Hangers 


Manufacturers of the finest line of Airport and Garage Door Hardware 








Eveready Wireless-Electric 
Wallite 

The Eveready Wireless Wallite is offered 
by the National Carbon Co., New York 
City. This light provides a convenient 
means of installing a practical and econom- 
ical light in the thousands of dark places 
not reached by light lines. Each light is 
equipped with sure acting pull chain 
switch, which will operate from any di- 
rection. A pair of screws to secure the 
light in place is packed with each Wallite. 
There are two finishes offered: old ivory 
and black niorocco, both finishes having 
Butler nickel trimmings. The Wallite ' 
measures 53% x 4% x 1% inches. Ite 
throws a clear soft light strong enough to 
read by. This light may be used to advantage wherever wall 
switches are not available or obtainable, or for use in the motor- 
boat, farm house, summer cottages, and other dark corners. Unit 
package for the new light is five of one color. List price is $1.75, 
including lamp and batteries. 








Buffalo Forge Co. 
Armor-Plate Shears 


The Buffalo Forge Co., Buffalo, 
N. Y., makes the Buffalo No. 104 
“Armor-Plate” shear, which is avail- 
able in either floor or bench types. 
It is’ a strong, indestructible unit, 
which the maker states can be left 
outside without fear of damage, re- 
gardless of weather conditions. Knife 
furnished can be used for cutting 
both flats and rounds. It is said to be 
made of the best crucible steel ob- 
tainable, carefully ground and tempered. Capacity is up to 3 x % 
on flats. Armor-plate frame is guaranteed unbreakable for life 
while the all-steel truck and pipe handle used on the truck model 
will stand exceptionally hard abuse. List price of bench model 
is $85. 





RCA Victor Remote 
Control Radio Dials 


This dialing system for remote contro] radio tuning, developed 
by the, engineering products division of the RCA Victor Co., Inc., 
Camden, N. J., is sim- 
ilar to that used in the 
new dial telephones. 
The new system was 
developed for special 
phonograph - radio in- 
stallation. A simple 
dial control, mounted 
on a small ornamental 
box with a pilot light, 
is installed at desirable 
locations throughout 
the house, and con- 
nected to a _ master 
phonograph outfit lo- 
cated in attic or base- 
ment. Each dial station provides for complete operating control of 
both radio and automatic phonograph. Up to 18 different stations 
are pre-tuned, and adjusted to the master dial unit to respond to 
easy code number combinations. Automatic phonograph is sim- 
ilarly adjusted for each of its functions. Code numbers are dialed 
to raise or lower volume, start and stop the radio music and to 
play or reject records at will. Code numbers are conveniently listed 
in the lid of each control box. For phonograph record programs, 
the code number of the record-changing device is dialed and the 
machine plays a continuous program of twelve records, stopping at 
the end automatically. ; 
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OR many generations and in many 

countries, American Screws have played 
an important part in building and repair 
work. It is safe to say that the same will 
be true in the future, because the name 
American Screw Company stands for qual- 
ity in screws of all types for all purposes. 


Our reputation is an “insurance policy” 
— it insures you against inferior screws. 


You can make a substantial profit by 
stocking and displaying American Screws. 


TIRE WOOD STOVE MACHINE 
BOLTS SCREWS BOLTS SCREWS 


AMERICAN SCREW CO 


PROVIDENCE,R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLDH SE..CHICAGO.ILL. 


Put lt Together With Screws 
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4 MILLION 
2 FARMERS 
and More Millions 


of Suburbanites 
Need DIETZ Lanterns 






Fidien recently published indi- 
cate that 512 million farmers are 
potential customers for lanterns. 


Moreover, there are many millions 
of suburban families—a large per- 
centage of whom require a lantern 
or two. 


These lantern customers are in every 
community—in yours. They know 
Dietz Lanterns for good value and 
dependable service—and they pre- 
fer Dietz Lanterns. 


Dietz Lanterns yield steady, year- 
round profits. Get your share of 
sales! 

















R. E. DIETZ COMPANY 
NEW YORK 


Largest Makers of Lanterns in the World— 

Founded 1840. Output Distributed Through 

the Jobbing Trade Only. We Do Not Sell 
Mail Order Houses and Chain Stores. 
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STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIR- 
CULATION, ETC., REQUIRED BY THE ACT OF 
CONGRESS OF AUGUST 24, 1912. 


Of HARDWARE AGE, published weekly at New York, N. Y., 
for April 1, 1931. 


State of New York, County of New York, ss. 


Before me, a Notary Public in and for the State and county 
aforesaid, personally appeard E. P. Beebe, who, having been duly 
sworn according to law, deposes and says ‘that he is the Assistant 
Treasurer of the Iron Age Publishing Co., Publisher HARD- 
WARE AGE, and that the following is, to the best of his knowl- 
edge and belief, a true statement of the ownership, management 
(and if a daily paper, the circulation), etc., of the aforesaid pub- 
lication for the date shown in the above caption, required by 
the Act of August 24, 1912, embodied in section 411, Postal Laws 
and Regulations, printed on the reverse of this form, to wit: 

1. That the names and addresses.of the publisher, editor, man- 
aging editor, And business managers are: Publisher, Iron Age Pub- 


lishing Co., 239 W. 39th St., N. Y. C.; Editor, Llew S. Soule, 239 
W. 39th St., N. if “in Ae Managing Editor, Charles J. Heale, 239 
W. 39th St., N. C.; Business Manager, George H. Griffiths, 
239 W. 39th St., N. > oy <8 


2. That the owner is: (If owned by a corporation, its name and 
address must be stated and also immediately thereunder the 
names and addresses of stockholders owning or holding one per 
cent or more of total amount of stock. If not owned by a corpora- 
tion, the names and addresses of the individual owners must be 
given. If owned by a firm, company, or other unincorporated 
concern, its name and address, as well as those of each individual 
member must be given.) United Publishers Corporatioa, 239 W. 
39th St., N. Y 

Stockholders of ‘United Publishers Corporation owning im excess 
of 1 per cent: United Business Publishers, Inc., 239 West 39th 
Street, New York, N. Y 

Stockholders of United Business Publishers, owning in 
excess of 1 per cent: C. S. Baur, Flushing, L. L., Y.; George 
H. Buzby, Philadelphia, Pa.; Anna B. Frank, ie ane Re 
Fritz J. Frank , Pleasantville, N. Y.; Lee, Higgi nson & Co., (Part- 
nership), New Tor,.m. 2.: CA, ‘Musselman, Philadelphia, a 
A. C. Pearson, Montclair, N. J.; Lelia C. Pearson, Montclair, N. J.: 
Frederic C. Stevens, 325 West End Ave., New York, N. Y.; (A) 
Frederic C. Stevens Co., 23 Prospect Terrace, Montclair, N. J. 

Note (A)—Stockholders of Frederic C. Stevens Co.: Velma S. 


re . 


Stevens, 325 West End Ave., New York, N. Y.; F. C. Stevens, ar.» 


Screen doors need 
these better knobs 


Even though screen doors are in service only a 
few months, they get very hard wear. During this 
time, they are opened and closed as often as are 
regular doors throughout the rest of the year. 
Knobs of stain-proof, attractive Bakelite Molded 
will readily endure this service. They will retain 
their bright and pleasing finish indefinitely. There 
is no coating or lacquer to wear off or peel. 

In addition to screen door sets, there are Bakelite 
Molded knobs, key plates, escutcheons and push 
button plates in various styles and colors for 
indoor use. Many other hardware items including 
electrical wiring devices, cutlery handles, brush 
handles, etc., are made from Bakelite Molded. We 
invite you to write us for the names and addresses 
of the manufacturers of these easily sold articles. 


BAKELITE CORPORATION, 247 Park Ave., New York 
CHICAGO OFFICE, 635 West 22nd Street 
BAKELITE CORP. OF CANADA, LTD., 163 Dufferin St., 


The registered trode morts shown above distingvish materials 
by Botelte Corporation Under the capital “B” s the 


THE MATERIAL OF ~ THOUSAND USES 


Toronto 








a OE GE Wal MOBO PR 





5 West End Ave., New York, N. Y.; Velma I. Stevens, 325 West 
End Ave., New York, N. Y.; Frederic C. Stevens, 325 West End 
Ave., New York, N. Y.; Ruth S. Kane, Montclair, N. J. 

3. That the known bondholders, mortgagees, and other security 
holders owning or holding 1 per cent or more of total amount of 
bonds, mortgages, or other securities are: (If there are none, so 
State). None. 

4, That the two paragraphs next above, giving the names of 


| the owners, stockholders, and security holders, if any, contain not 


only the list of stockholders and security holders as they appear 
upon the books of the company but also, in cases where the 
stockholder or security holder appears upon the books of the 
company as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trustee is acting, is 
given; also that the said two paragraphs contain statements em- 
bracing affiant’s full knowledge and belief as to the circumstances 


| and conditions under which stockholders and security holders 


who do not appear upon the books of the company as trustees, 
hold stock and securities in a capacity other than that of a bona 
fide owner; and this affiant has no reason to believe that any 
other person, associaton, or corporation has any interest direct 
or indirect in the said stock, bonds, or other securities than as 
so stated by him. 

E. P. BEEBE, Assistant Treasurer. 


a to and subscribed before me this 24th day of March, 
931. - 


[Seal] Julia C. H. Allen, Notary Public, New York County. 


Julia C. H. Allen, Notary Public, New York County, Clerk’s 
No. 170, Register No. 2A-131. 
(My commission expires March 30, 1932.) 


Display Stand 
for Uncle Sam’s 
Banks and Cash 


Registers 


This wooden display 
stand is offered to ail 
dealers handling Uncle 
Sam’s banks and cash 
registers. Stands are 
free, except for the ex- 
press charge from Des 
Moines, Iowa. Stand 
measures 16 x 10 x 18 
It will hold six 


in. 
banks or cash store 
registers. Display is 





colored orange and sil- 
ver. Durable Toy & 
Novelty Corp., 215 Fourth Avenue, New York City, makes the line. 
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Chair 
Tips 





No. 12, 1 inch 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of 
rocking chairs. 
Durable and easily 
fitted to the rocker. 





Catalog, prices and 
terms on request. 


Elastic Tip Co. 
370 Atlantic Ave. 


Boston Mass. No. 13, % inch 


NOW IS THE TIME TO BUY 














Your best customers 
+++ were boys once 


AND because these customers were started right as 
boys, they are your most consistent buyers of fine 
tools today. 

When you sell a boy the genuine Russell Jennings 
Auger Bits—in place of your next grade—you have im- 
pressed him with the advantage of quality over price. 
He’ll come back, and he’ll bring his friends. 

Fine craftsmen and skilled amateurs have preferred 
the easy boring, long wearing Russell Jennings Bits for 
75 years. REASONS: Sharp spurs, thin lips, clean- 
threaded screw points, micrometric sizing, and our fac- 
tory test in tough stringy hickory. 


Distributed Thru Wholesalers 
The Russell Jennings Mfg. Co. 


Chester, Conn. 


—— Rasnall Gonnings BITS ~ 











YANKEE CORN HOOK 















LITTLE GIANT CORN KNIFE 


BLACK DIAMOND CORN KNIFE 


—a=— = 


Ask us for descriptive circulars and prices 
before you order 


NORTH WAYNE TOOL CO. 
OAKLAND, MAINE 
Sales Office—6331 Tireman Ave., Detroit, Mich. 
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e SHERMAN 






NOZZLE 





A Rust-Proof and 
Water Tight Nozzle 


The SHERMAN WROUGHT BRASS Hose 
Nozzle will give your customers the satisfaction 
they expect. It is rust-proof and leak-proof. 


We take extra pains to pack this nozzle with a 
Special Gasket of selected quality, impregnated 
to preserve and lubricate and make the nozzle 
absolutely water-tight. 


The SHERMAN throws more water farther 
than other nozzles and the spray point is cen- 
tered so accurately that it always insures a nice, 
even spray. 


Put up in Cartons that get quick attention and 
make sales as soon as shown. 


Order Now 
Sold through Jobbers 





H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 











Coming Conventions 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION 
AND SOUTHERN HARDWARE JoBBERS’ ‘ASSOCIATION JOINT 
CONVENTION, Edgewater Park, Miss., April 20, 21, 22, 
23, 1931. Headquarters, Edgewater Gulf Hotel. Charles 
F. Rockwell, secretary-treasurer, American Hardware 
Manufacturers’ Association, 342 Madison Avenue, New 
York City. Sidney St. J. Eshleman, secretary-treasurer, 


‘Southern Hardware Jobbers’ Association, 704 New Orleans 


Bank Building, New Orleans, La. 

AMERICAN STEEL & Heavy HARDWARE ASSOCIATION 
ConvENTION, William Penn Hotel, Pittsburgh, Pa., May 
18, 19, 20, 1931. B. R. Sackett, secretary-treasurer, 505 
Arch St., Philadelphia, Pa. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CONVENTION, 
Hotel Marion, Little Rock, April 14, 15, 1931. L. P. Biggs, 
secretary, 815 Southern Trust Building, Little Rock. 

CaROLINAS HARDWARE ASSOCIATION CONVENTION, Greens- 
boro, N. C., June 9, 10, 11, 1931. Arthur R. Craig, secre- 
tary, 804-806 Commercial Bank Building, Charlotte, N. C. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Jan. 26, 27, 28, 29, 1932. Place of meeting to be 
decided later. Chas. H. Casey, manager-treasurer, 2344 
Nicollet Ave., Minneapolis. . 

MisstssipPI RETAIL HARDWARE ASSOCIATION CONVENTION, 
Buena Vista Hotel, Biloxi, June 15, 16, 17, 1931. Guy 
Nason, secretary, Starkville. 

NATIONAL ASSOCIATION OF PuRCHASING AGENTs, INC., 
CoNVENTION, Royal York Hotel, Toronto, Canada, June 
8, 9, 10, 11, 1931. G. A. Renard, secretary-treasurer, 11 
Park Place, New York City. 

NATIONAL ELectric LicHT ASSOCIATION CONVENTION 
AND Exuisition, Atlantic City Auditorium and Conven- 
tion Hall, Atlantic City, N. J., June 8, 9, 10, 11, 12, 1931. 
A. Jackson Marshall, secretary, 420 Lexington Ave., New 
York City. 

NATIONAL RETAIL HARDWARE ASSOCIATION CONVENTION, 
Hotel’ Cleveland, Cleveland, Ohio, June 22, 23, 24, 25, 
1931. H. P. Sheets, Managing Director, 915-935 Meyer- 
Kiser Bank Building, Indianapolis, Ind. 

New EncLAND RETAIL HARDWARE DEALERS ASSOCIATION 
CONVENTION AND ExHIBITION, Mechanics Building, Boston, 
March 2, 3,.4, 1932. Convention, Paul Revere Hall; Ex- 
hibition, Machinery Hall. Headquarters, Hotel Statler, 
George A. Fiel, secretary, 80 Federal St., Rooms 415-16, 
Boston, Mass. 

PANHANDLE HARDWARE AND IMPLEMENT ASSOCIATION 
ConvENTION, Amarillo, Tex., April 20, 21, 22, 1931. 
Headquarters, Amarillo Hotel. C. L. Thompson, secre- 
tary-treasurer, Canyon, Tex. 

SoutH Dakota Reta. HarpwarE AssociaTIon Con- 
VENTION, Sioux Falls, Feb. 2, 3, 4, 1932. Chas. H. Casey, 


manager-treasurer, 2344 Nicollet Ave., Minneapolis, 
Minn. 
SOUTHEASTERN. ReTar.. HARDWARE AND IMPLEMENT 


AssocIATION CONVENTION AND EXHIBITION, Atlanta, Ga., 
May 12, 13, 14, 1931. Walter Harlan, sécretary-treasurer, 
701 Grand Theater Building, Atlanta, Ga. 
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Your customers with 


ardens have been waiting for 


THIS SPRAY 


Amateur gardeners usually can’t tell a sucking 
bug from a chewing bug. Many have watched 
their vegetables and flowers die in spite of 
spraying—and couldn’t understand why. 
They, particularly, will welcome Nicotine 
Pyrox as soon as they learn that it kills a// com- 
mon garden bugs—both chewing and sucking. 
And they wi// learn it. A strong advertising 
campaign in the publications they read will tell 
them. A colorful display card, supplied to deal- 
ers free, will tell them. And soon they will be 








Farmers, too, will be glad to have, at last, 
one spray that will do the whole job of protect- 
ing their gardens from bugs, worms, and blights. 
Of course, they will still want standard Pyrox 
for their commercial crops, and even stronger 
advertising support than ever is being given to 
that well-established product. 





many ore 


Bean Beetles 
BN 


Be sure you have both products ready. 
Nicotine Pyrox comes in 10-02. jars and 40-o0z. 
cans that sell, at retail, for 50 cents and $1.75. 
Bowker Chemical Company, Dept. HM, 419 





me common 










telling one another! 


Puneicios 
Sownsn cusmnat Co 


SSF 


Atartinz May 25, 





Fourth Avenue, New York. 


Pyrox 


REG. U.S. PAT. OFF. 


the Bowker Chemical Company will sponsor daily weather reports over WGY, Schenectady, at 6:30 P. M. 


Alert isa glimpse of one of the striking 
Pyrox advertisements that will appear in 
such publications as Better Homes and 
Gardens, American Home, Country 
Gentleman, leading State Farm Papers, 
and the New York Times’ rotogravure. 
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CORBIN 


SET SCREWS 


Wood, Drive, Coach, Machine, Set, Cap, Thumb SCREWS 


SQUARE HE 


Special Automatic Screw 
Machine Products 
Stove, Tire, Sink BOLTS 
Machine Screw, Stove and Tire Bolt, 
vu. S. A. E. Castellated, 
S. A. E. Plain NUTS 
Jack, Plumbers’, Register, Safety, 
Furnace, Ladder, Sash CHAINS 
Escutcheon Pins 
Speedometers Tachometers 
THE CORBIN SCREW 
CORPORATION 
THE AMERICAN HARDWARE 
CORPORATION, SUCCESSOR 
New Britain, Connecticut 
Warehouses: New York 
Chicago Philadelphia 


+ 
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. 
Sell More Sprinklers 
oe : ° 
This Year 27.6423 se": 
tomers want it on sight. Put 
= one on your counter and see how 
ye quick you will have to reorder. 


100% Adjustable 
Whirling or Stationary 
It Sprays—It Streams— 

It Mists 
It does everything that high- 
priced sprinklers do—more than 
most. List Price $2.75 each. In 
3-color counter display cartons, a 


\\} dozen in a case. Ask your jobber 
Y salesman or write 


FRANK ROSE MFG. CO. 
HASTINGS, NEBR. 






, 
‘a 
( THE 


‘HASTINGS 


ADJUSTABLE 


LAWN SPRINKLER 





















When a 


customer 
forgets— 


YOU LOSE! 


Every time a customer comes into your store 
he walks out again without remembering to 
buy some article he has needed for months. 
And every time this happens, potential profits 
go out the door with him. It’s up to you to 
make him remember. 


FREE The Story of Jim King 


The inspiring story of Jim King will show you 
dozens of ways to stop these leaks that are 
robbing your store of its rightful profit. Read 
how Jim built up a brisk profitable trade in 
spite of stiff competition—how he followed a 
tried and proven shortcut to success. Thig 
booklet will show you how you too can put 
new life in your store and new profits in your 
pocket. After you receive this book you’ll 
begrudge every minute you postponed writing 
for it—so mail your request today. It’s free— 
no obligation. 


Merchancising I ELLE RR seems 


W. C. HELLER & CO., Montpelier, Ohio 
New York Office: 20 Vesey St., Suite 500 


MAIL THIS COUPON NOW 


W. C. Heller & Co., Montpelier, Ohio 4-A 
Gentlemen: Please rush my free copy of “The Storyof Jim King.” 
I am not to be obligated in any way. 














Johnson Sea-Horse Detachable 
Toy Outboard Motor 


Benoliels, Inc., 1428 Merchandise Mart, Chicago, Ill., makes this 
| detachable toy outboard motor patterned after the outboard motor 
made by Johnson Motor Co., Waukegan, Ill. It measures 614 inches 
high and weighs 7% ounces. Suggested retail selling price is $3 
each. Motor is finished in lacquer, with an exact reproduction of 
the famous Johnson Sea-Horse trade mark and name, in red, gold 
and black, covering the tank end of the motor. Simple clamp at- 


tachment makes it useful with almost any type of toy boat, says 








the maker. Fittings, propeller shaft and propellers are all of solid 
brass. There is a special feature for steering by adjusting pro- 
peller and shaft. This motor is packed in individual containers, in 
cartons of a dozen. According to the maker the motor will run for 
3% to 4 minutes on a single winding and at a good speed. The 
Spiffy boat, made as a matched unit to sell with the motor, is 16 
inches long, made of solid California redwood, brilliant waterproof 
lacquer finish, in two colors, with nickel trimmings. List price is 
$3. Weight is 1%4 lb. each. Boats are individually packed in ship- 
ping container. Dealer discount on both items is 33 1/3 per cent. 


Sheffield Crack Filler 


Sheffield pulverized Crack 
Filler, made by The Shef- 
field Bronze Powder & 
Stencil Co., Cleveland, Ohio, 
is offered in full % lb. con- 
tainer, listing at 10c., in ad- 
dition to the three other 
sizes. The maker states 
that the product is abso- 
lutely non-shrinkable. Typi- 
cal Sheffield modern mer- 
chandising display helps are 
offered to help quick turnover and repeat orders. 





Bryant Cord Switch 
And Receptacles 





Tumbler type “Hemco” cord switches are 
of modernistic design with body of brown Bakelite. Other features 
are: straight-through feed so designed as to afford strain relief for 
cord, milled edge indicating switch handle of brown Bakelite, quiet 
operation, ample space for wiring channels and binding screws with 
It is available in two types: 6 amperes, 125 volts, and 
The Bryant Electric Co., Bridgeport, Conn., 
makes this No. H271 switch. The same company produces the No. 
4399 receptacle with No. 4400 plate. Receptacle is of porcelain 
with brown ring and brown Bakelite outlet box cover. It is equipped 
with deep brown screw ring having groove for weatherproof shade- 
holders and recess for emergency shadeholders and one lug, 660 
watts, 250 volts. Hole required for receptacle is 1 7/16 inches. 
Brown Bakelite cover for 4 inch outlet boxes is designed especially 
for use with the No. 4399 receptacle as well as Nos. 3744 and 3745 
receptacles. 


large heads. 
3 amperes, 250 volts. 
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Air Dried, Straight Grain, 
Spruce Side Rail BABCOCK 
; . Full Strength in Timber ‘ ° 
sees sii Air Dried 
Hand Split and Hand Shaved SPR i : 'E 
——— Straight Grain White 
. saihiaes LADDERS 


Hand Forged Guide 


Irons 
| Full Sized Stock 
|. U Top and Bottom Sections 


























Malleable Automatic Spring Both Same Size. 
sional Hooks or Lock. Work in Rail Stock Increased 
: Any Position with Length. 
— Buy Babcock Air Dried Spruce 
Ladders. 
Be Sure; Be Safe. 
Rope and Pulley Complete Men Risk Their Lives on Ladders. 





SEND FOR BOOKLET AND 
All Hardware PRICE LIST. 


Cadmium Plated 




















Is There Anything Better? W. W. BABCOCK CO., Bath, N.Y. 











u 

















FOR BETTER BUSINESS 
VISIT NEW YORK 


50 
" daily * 
eee Secures a fine room ard bath-«-«- 
others at ?3°° and $35° 
AT ONE OF NEW YORK'S BEST HOTELS 


Tk BRISTOL 


43% ST. EAST OF B'WAY 44 NEW YORK CITY 
OWNERSHIP MANAGEMENT -: T. ELLIOTT TOLSON, Pres. 
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AN ECONOMICAL GIANT 








ELEVATORS 


Rugged, compact 
and efficient, these 
light Electrics 
come with frames 
sawed, drilled and 
fitted ready to in- 
stall—low initial 
cost and low up- 
keep. , 


Tell us the task 
you wish it to 
perform and we 
will give data 
on machine you 


1205-19 Ninth St. 


KIMBALL 
































require. 





KIMBALL ELEVATORS 


KIMBALL BROS. CO. 
Council Bluffs, Ia. 


SAA 











A Fast Cutting Mounted 
Grindstone 


With Ball- 


Bearings 


A popular selling stone 
for general use. Strong, 
easy running, double 
treadle. Has comfort- 
able seat, clothes protec- 
tor, drip cup and foot 
rests on treadles. 


The 


NORKA GRINDSTONE 


is also equipped with Hardened Steel Balls which cannot 
work loose or drop out. The Stone is of GENUINE 
BEREA GRIT noted for fast, keen cutting qualities. 


Frame is a rich vermilion. Shipped knocked down with 
frame folded. Write for prices. 







For Foot 
Power Use 


The Cleveland Quarries Co. 


NEL, . 
hy NA Cleveland, Ohio 
“a S35 28 West Broadway, New York 
Nas ie Lombard & Co., Inc., Boston, Mass. 


New England Agency 











| 
| 
| 





Little Giant 
Screw Extractors 


The Little Giant Screw Extractor, for removing broken screws, 
studs, pipe fittings, etc., is of unique design. It is so made as to 
permit the extractor to feed itself into a hole drilled in the 
broken screw or stud, instead of having to be hammered in, thereby 
preventing expansion of the broken screw or stud and the jamming 
of the internal threads. The Little Giant takes a quick and posi- 
tive grip which will start the most deeply imbedded screw, and 
with a very little effort will turn it out on its own threads, 





states the maker. They are made of a uniformly high grade tool 
steel, heat treated to withstand enormous torsional strain. Thir- 
teen sizes are offered to meet the needs of every garage, repair 
and machine shop, including one size for removing broken studs 
from Ford cylinder blocks without disturbing the cylinder head. 
Six convenient sets containing the most frequently used sizes are 
included in the line. Greenfield Tap & Die Corp., Greenfield, 
Mass., is the maker. 


Cream City 
Watering Pot 


A combination 
watering pot and 
radiator filling can 
with new features 
and improvements 
has been introduced 
by the Geuder, 
Paeschke & Frey 
Co., Milwaukee, 
Wis. Rose cap is 
of brightly polished 
brass to give the 
new product a 
strong eye appeal and to harmonize with other equipment in the 
garden. Rose base is painted an attractive green. Both are 
easily removed, making an excellent radiator filling can. This can 
is hot galvanized after it is made up, to make the job more 
durable, and to insure all edges being protected against rust. The 
one-piece spout reaches the full length of the body. Handles 
are reinforced and welded firmly to the body. Sizes are 4, 6, 8, 
10, 12 and 16-quart. They are packed in containers of four, the 
largest size being packed in containers of two. Shipping weights 
vary from 24 to 67 lb. per dozen. 


%. 





Gibbs Krack-Kannon 


The Gibbs Krack- 
Kannon is designed to 
make a lot of noise, but 
in a safe manner, states 







The Gibbs Mfg. Co., & 
Canton, Ohio. Loud ex- =a 
plosions are made by 


striking down on a rub- 
ber ball with the hand, 
the air cracking through 
a paper strip which 
comes off a roll in the gun carriage. This paper is of newspaper 
strength and strips of newspaper are used to replace the original 
roll when it is used up. Krack-Kannen is made of wood, hand 
decorated in five bright enamel colors. 
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Sell Them 
by the set 


hao Nit tt 3 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 


ett RLY SL 
‘ 





It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, ete. ' t. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 

Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 











50 years on a DOOR 


good for 50 years more 











Notabene 


The solid bronze Bommer Spring Hinges swinging the 
big front doors of the old Bank of Manhattan at 40 Wall 
&., New York, since 1880 were still in excellent condi- 
tion when that building was demolished in 1929 to be 
replaced by the new Bank of Manhattan skyscraper of 
73 stories which is also equipped with Bommer Spring 
Hinges—truly an astounding record. 


These Historic Hinges can be seen at our factory 


TRADE /BOMMER! MARK 


Millions and Millions of People 
are Pushing Bommer Spring Hinges 
when opening doors 





Factory at Brooklyn, N. Y. 





CLINTON 
PRODUCTS 


for the Hardware Trade 


Poultry Netting Perfection Door 
Hardware Cloth Springs 
Screen Wire Cloth Wire Clothesline 


Nails and Brads 








Subsidiary of Wickwire Sp Steel Company 
41 East 42nd St., New York City 
Buffalo Chicago Cleveland 
Pacific Coast Headquarters: San Francisco 
Branches and Warehouses: Los Angeles, Seattle, Portland 


Tulsa 


Worcester 




















Rixson Junior 
Double Acting 
Floor ‘ 
Check ” 


Substitute Silence 
for Flip-Flap 


Sell This Checking Hinge for All 
Kitchen and Pantry Doors 
See the Rixson Catalog in Sweet’s. 


THE OSCAR C. RIXSON COMPANY 
4450 Carroll Avenue Chicago, IIL. 


New York Office: 101 Park Ave., N. Y.C. 
Atlanta 


Philadelphia New Orleans Los Angeles Winnipeg 








Wl] 





N 
SONI8 











Builders’ Hardware 
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MOE’S GARDEN TOOLS 





WEEDER AND MULCHER 


Handsome tools of heavy pressed steel, with blade and 
handle all in one piece, and smooth nickel plated cap 
on handle. 

They have the correct hang or balance, and are stiff 
and strong; without unnecessary weight. Handles give an 
easy, comfortable grip, without fatigue. 

Finished in baked black enamel, with beveled edge 


points. 
Write for Catalog and Prices 


HoEFT & COMPANY 


2305 Davis St. North Chicago, IIl. 











Success Lies 

Knowing How 
Read“ 

HARDWARE AGE 


It Tells You 
the How” of Successful 
Hardware Merchandising 


*Study and ab- 
sorb the contents. 












reigns: ™] Yamade “Metal- 
YAMADE 
3 | Grip” Lawn Rake 
METAL-GRIP”’ | Bee 
| The Yamade “Metal- 


LAWN RAKE 

| Grip” lawn rake has 

teeth of imported Japan- 

ese bamboo and handle 

of strong, light, highly 

polished wood. Teeth 

are bound and_ kept 

permanently in place by 

a patented non-corrosive, 

rustless steel plate, 

Ls teeta ‘| placed in a way to give 

flexibility and uniform 

contact. “Metal - Grip” 

eliminates the disfiguring 

| and protruding ends of 

1 the bamboo crosspiece. 

It is arched to hold every 

=~ EVERY TOOTH ON! tooth on the ground at 

THE GROUND | 

aes ~= the normal angle, says 

the maker. Geo. W. Mc- 

Guire Importing Co., 

Beechhurst, Long Island, 

N. Y., makes this rake in three sizes: 18, 24 and 30 inches, weigh- 

ing respectively 15, 21 and 32 lb. per dozen. Suggested retail sell- 
ing prices are respectively 75c., $1.25 and $1.75 each. 


a, 
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Harder Refrigerators 
Have Icefin Accessory 


An accessory for ice refrigerators of the side-icer type, known 
as the Icefin, is used in the Harder line, offered by the Harder Re- 
frigerator Co., Cobles- 
kill, N. Y. The Icefin 
> : is a sheet of aluminum 

upon which are ver- 

tically superimposed a 

series of parallel alu- 

minum partitions form- 

ing channels open at 

both ends. This fea- 

ture is said by the 

| _maker to provide am- 
| 














— 














ple and efficient re- 
frigeration with the 
' 2 | consumption of less ice. 
The Icefin is of proper 
proportion to attach 
to the wall between the 
| ice and food compart- 
ments, the partitions 
” resting against the wall 
of the ice chamber ad- 
joining the food section, with the plate surface facing the ice. A 
rack sloping toward the Icefin, upon which the ice rests, serves to 
keep the ice in constant contact with the surface of the plate. The 
metal of the accessory absorbs the chill of the ice until it is rela- 
tively at the same temperature. That portion of the air in cir- 
culation that enters the channels at the top and discharges at the 
bottom into the food chambers is exposed to this extra expanse of 
chilling surface that approximately doubles the refrigerating area, 
says the maker. The Icefin feature costs comparatively little in 
comparison with the advantages in saving and can be installed 
quickly and easily in any Harder side-icer without the use of tools. 
Laboratory tests made at the Columbia University laboratories have 
proved the value of this feature, says the maker. Arrows indicate 
circulating air, while dotted areas show how a portion of the air 
passes through the channels of the Icefin between the ice and baffle 
wall, The balance of the air circulates over the surface of the 
ice, depositing impurities thereby being purified and freshened. 
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Our Card Assortment 
of STAR Heel Plates 


These cards contain three pairs of the best 
selling sizes. In great demand, because the 
Quality and this Display make sales as soon 
as shown. 

STAR Heel Plates are made of Best Ma- 
terial. Larger and heavier than others. The 
“STAR” has been the “Pioneer Brand” for 
over 25 years. 

Packed 1 dozen cards to the bundle. Good profit. 


Sold by Leading Jobbers. Ask for Assortment 
No. 5%. Send for SAMPLES and Prices. 


STAR HEEL PLATE CO. 
357-391 Wilson Ave. Newark, N. J. 



















































They Always Sell 
When Displayed 


We made up our different styles 
of Counter and Table Displays of 


Moore Push-Pins 


and 


Moore Push-less Hangers 


to bring quicker profits to dealers. Our national advertising 
creates the demand. Our Displays make sales. Order one 









from your Jobber. 


MOORE PUSH-PIN COMPANY 
Wayne Junction Philadelphia, Pa. 


| Worn g 
oO 


by The Hand Hammer 


Trow & Holden: 


Are Made of the Finest Steel Available 








DO YOU KNOW 


that aggressive hardware dealers 
are increasing their annual profits 
by selling the quality line of 






TROW & HOLDEN CO. BARRE, VT. 


(For Your Profit’s Sake... 


be sure the casters you sell are 


(7) BO WENTE; 


FAULTLESS - CASTERS 
EVAMGS VEEL E. INDIANA 
New York Chicago Grand Rapids Los Angeles High Point, N. C 
Canadian Factory: Stratford, Ontario 














>. : . Pivot Bearing Ball Bearing Grip Neck Institution Casters Truck Casters 
Adiy ADN A Complete Line 
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SWEDISH DIAMOND SCYTHES 





These Scythes are hammered from small blocks. The edge 


steel, 


fitted into a block of softer steel. 
can be used, and 


steel 


of extra fine quality and highly carbonaceous, is 
Thus sufficiently hard 
a sharp and permanent edge 


secured without endangering the durability of the scythe. 
We can quote on all types. 


Sole Distributors 


J. W. S. TRADING CO., Inc. 
23-25 Warren St., New York 
Importers of High Grade Swedish Hardware 































NO BETTER _ 


HINGE MADE 





— BHENIX 
SELF- 


HARDWARE— focxine 


With these non-rusting, loose Rina ped 


dows. 








window-cleaning is easy! 
be taken down to wash win- 
A novice 


Screens need not 


can hang 
them, yet they 
cannot come off 
accidentally! 


SPECIALIZED 
HARDWARE 
FOR ALL TYPES 














Cent 

gh OF SCREEN AND 

and STORM WIN- 
Humboldt DOWS AND 

ve. DOORS 
PHENIX MFG. CO. 

MILWAUKEE 
EAE AI A SS 
c=2 














corrodes. 


For 20 years RUBYFLUID has 
proved every claim. 

perfectly with all metals. 
No poisonous fumes. 
Not affected by age, tempera- 
ture or exposure. 
to 10 gal. tin cans. 
and half barrels. 

Send for FREE sample and prices 
RUBY CHEMICAL CO. 
68 McDowell St., Columbus, Ohio 


Sizes: 


Fluxes 
Never 


% pt. 
Also barrels 























BIGGER VALUE Sells ovens 


Handle the Nesco line and sell 
more ovens. Here are features that 
mean more sales. 





STAMPING 


13 12th St., 


Full tin lined 
—double walls, asbestos insulat- 
ed—heat indicator—air circulae 
tion—heat deflector—two locks. 
Specify *‘Nesco’’to your jobber. 
Nationa, ENAMELING AND 
Company, 


Milwaukee, Wis. 


NESCO 
OVENS 


Inc. 


The Nationally 
Advertised Trade Mark 
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1931 


Moore Bros. Enameled 
Coal and Gas Ranges | 





Moore Bros. Co., 
Joliet, Ill, recently 
announced a new line 
of coal and gas ranges. 
Two new and unusual 
trims are featured, the 
coal ranges being en- 
ameled in a blend of 
verdure and ivory, 
gradually blended one 
into the other. The 
coal ranges are made 
in five styles, Feature, 
Fashion, Modern, Self- 
Cooker and Magic. 
They are available in 
French gray and white or French gray and ivory. Featured in the 
gas range line is a buffet range, finished in two-tone tapestry por- 
celain enamel. A brochure describing and showing the new gas 
ranges and a catalog showing Moore’s ranges and heaters for coal 
are available from the maker. 














Maytag Model G Gasoline 
Operated Washing Machine 


This model is the 
same as the Model F 
Maytag electric washer, 
but is equipped with 
the Maytag gasoline 
multi- motor, and is 
known as Model G. 
The engine is also used 
on the Maytag alumi- 
num washer. It has 
but four moving parts. 
Carburetor is flood 
proof and has but one 
simple adjustment. 
Bosch high - tension 
magneto and_ speed 
governor give it a 
smooth, steady flow of 
power. Foot pedal 
starter sets machine in 
operation. The copper 
round~ tub model is 
mounted without 
screws, bolts or rivets 
in special ring frame. 
Inside side corrugations 
and concave bottom 
augment the water ac- 
tion. Inside is finished 
in nickel, while exterior is finished in two-tone gray. Lid is re- 
movable; tub is gravity drained by lowering the drain hose; and 
gyrafoam washing action has four wing aluminum gyrator, counter- 
sunk in the bottom of the tub, with sediment zone underneath. 
Water action is started and stopped by an auto-type shift lever. 
Wringer is of balloon type, with 214 inch semi-soft rubber rolls. 
It swings and locks in seven different positions, tension adjusting 
itself automatically. Drain is inclosed and self reversing. Legs are 
of tapered, heavy pressed steel, while caster brake and adjustment 
on one leg assure the washer being level with the floor. Casters are 
2% inches in diameter, easy rolling and rust resisting. The May- 
tag Co., Newton, Iowa, is the maker. 
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20 email ONC “IVES” Patent Ventilating Lock 
| Growing disregard for prop- — i 
erty rights increases demand 


for Fence protection for hun- 
dreds of homes, neighborhood 
parks, playgrounds, miniature 
golf courses, factories, etc. 
Year-round business. Good 
margin. No investment in 
stock. Highly rated, success- 
ful pioneer company. Write 
TODAY for our interesting 
proposition. Showing Window Showing Window 
Closed. Manufacturers of Open. 





The Stewart Iron Works Co., Inc. 
737 Stewart Block Cincinnati, Ohio “Quality Hardware Since 1876” 


GGA AAAM Window and Door Specialties 


Siew) Tue H. B. Ives Co. 
FENCES 4 New Haven, Conn., U. S. A. 





































































































WICK WIRE BROTHERS 


Poultry Netting Staples Ssrmsmmrmr 044) (Hh nh nd 


Hh bbb 


Made from good, durable wire, sharp 
pointed, thoroughly GALVANIZED. Sizes: 
4%, 7%, and 1 in. 

Packed in 100 Ib. kegs; in 50, 25, 10 and 5 
lb. wooden boxes; in 5 or 10 lb. paper boxes; 
also %4, %, and 1 Jb. papers. All paper 
packages packed in wooden boxes. 


Your Jobber will supply you. & S E S S | O N S CO. 
sae CLEVELAND, OHIO 





Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 

















Hardware Age Verified List ‘ cus H1On 
OF WHOLESALERS AND RETAILERS YERS es 


Shows the names, addresses, capitalization, territory cov- heel 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the MODERNIZE STORE METHODS 
lines handled by the Hardware Wholesalers. To provide adequate storage facilities for shelf stock—to 
For instance, on pages 7 to 79 it indicates by key Pegg Se A ee yg Og er Ay Rg BR 
numbers what classes of merchandise each hardware wholesale or retail trade—install one or more 


wholesaler handles. There are explanatory key numbers MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
Deep tread steps, full length hand grips, rubber tires, over- 


























covering every class of merchandise that constitutes a head track system, firm construction throughout, eliminate vibra- 
modern hardware stock. | te and seis and produce : ladder of Bo sirenute, 4 
. ency. ne iniy—ne: 

Then, the Hardware Retailers on pages 80 to 353 who are Geolan-—~ ottrostiools ‘Galehed— say height —easily Ynstalled — 

rated |, 2, or 3 represent the livewire dealers doing 75 meets most requirements. Circular on request. 

to 80% of the retail hardware trade of the U. S. THE FE.MYERS & BRO.co 

CONTENTS OF VERIFIED LIST ASHLAND, OHIO. 

Wholesale Hardware Houses in U. S., Canada and Foreign. ‘a = -DOO ; 
Retail Hardware Stores in U. S., Canada and Foreign. = | PUMPS WATER SYSTEMS-HAY TOOLS thornton 





Chain Hardware Stores in United States and Canada. 

5, 10, 25c to $1.00 Syndicate Stores carrying hardware. 
Department Stores carrying hardware and housefurnishings. 
Manufacturers’ Agents in U. S., Canada and Foreign. 
Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 
Sporting Goods Distributors. 

Mail Order Houses handling hardware and housefurnishings. ~ 

Woodenware and Willow-ware Wholesalers. WELDING COMPOUND 


Paint, Oil and Varnish Distributors. 


Diahict ced Tamas Seaplise levbere. . @ IS THE BLACKSMITH’S 
Membership Lists of Hardware Associations. / BEST FRIEND 


Hardware Age Verified List of Wholesalers and Retailers is 
indispensable in economic direct-by-mail promotion work 


Its Use Enables 


and also a helpful guide for salesmen's calls. Every manu- A 

saeurty's sales — er have one on his om, and tag Him to Weld Steel 
every salesman cou profitably carry a copy in his grip. : 

Since the previous issue was published there have Goan as Easily as Iron 
more than 10,000 additions and corrections, and these all 1 i Poe (8) EQUAL 


appear in the Tenth Edition. 
Published annually, $15.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 


Manufactured by 


ANTI-BORAX COMPOUND CO. 
_ FORT WAYNE, IND. 


. 
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CLASSIFIED ADVERTISING 
RATES 





Advertisements from unemployed ae 
accepted free of charge; inserted 
in two consecutive weekly issues. 
Box number address may be used. 
All replies will be forwarded by us 
post paid. 

Positions Wanted and Help Wanted adver- 
tisements at Special Rate of one cent a 
word, minimum fifty cents per insertion. 








Use the “Classified Opportunities Section” to reach Hardware Manufacturers | 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 
THE FOLLOWING RATES 


apply to “Business Opportunities,” ‘Sales 


tives Wanted” Advertisements. 





Set Solid, Minimum of 5 lines..... 
Each additional line............ -60 
All Capitals, Minimum of 5 lines... . 
Each additional line...... 
Average 10 words to a line | 
Allow One Line for Keyed Address 
Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwa 
be addressed to box numbers 


BOXED DISPLAY RATES 
Lh teak ccccccvccscvecceccecceces cee 
Each additional inch.............. 400 
Discounts for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% off. 
$3.00 Due to the special rate, these discounts de 
ee not apply on Position Wanted or Help 
Wanted Advertisements. 
HARDWARE AGE is published each Thursday. 
Forms close Nine Days previous to date ef 
publication. 
Address your advertisements and replies te 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City. 


rding postage should not 





“Sales Representa- 

















POSITIONS WANTED 





POSITION WANTED—Is your business more than you care to 
carry? I am 38 years of age—Christian—of neat appearance. Have had 
twenty years’ retail experience—mostly managerial, familiar with hardware, 
housefurnishings, floor coverings, etc. Real desire to some day own a 
hardware business. Willing to work hard in any capacity. Address 
Box J-226, care of Harpware Acs, New York City. 





HARDWARE MAN—Anmerican, married, age 30 years, 10 years’ traffic 
experience. Shipping, receiving and stock clerk, Familiar with hardware, 
auto accessories, electrical and plumbing supplies and house furnishings. 
Also have inside sales ability. ires position with jobber, manufacturer, 
or retail store. New York City preferred. Salary no object. Can furnish 
A-1 references. Address Box J-190, care of Harpware AcE, New York 


City. 


ILLINOIS SALESMAN of character and responsibility, fifteen years’ 
commercial selling experience seeks representation of _a responsible man- 
ufacturer of lines suitable for Department Stores. Hardware and furni- 
ture store or Automobile Specialties, working on commission basis or as 
Manufacturers Agent. Address Box J-212, care of HarDWaRE AGE, 
New York City. 








WANTED, SALES POSITION--Experienced factory representative, 
extensive mechanical training, ten years sales experience. Until recently 
covering Western half United States including entire Pacific Coast, sell- 
ing Hardware, Jobbing Trade exclusively. Go references, thirty-six 
years of age, married, now living near Kansas City. Will go anywhere. 
Address Box J-229, care of Harpware Ace, New York City. 





HARDWARE MAN-—Six years’ experience covering middle and south 
western states with well known line of bicycles and motorcycles. Ten 
years’ experience covering Hudson river territory, Albany to New York 
City limits with builders’ hardware, sporting goods, fishing tackle, auto 
accessories, toys and firearms. With last firm seven years. Best refer- 
ences. Address Box J-230, care of Harpware AGE, New York City. 





RETAILERS, Jobbers and Manufacturers—Immediate connection with 
reliable firm desired. Over 10 years wholesale and retail experience in 
Hardware, Mill Supply, Housefurnishing and kindred lines. Good edu- 
cation, age 30, married. Familiar modern merchandising methods. Locate 
in any town within 500 miles of New York City. Address Box J-232, 
care of Harpware AGE, New York City. 





YOUNG MAN, age 31 years, married, Christian, 15 years retail sell- 
ing experience of Hardware and Housefurnishing. Also can do general 
repairing such as locksmithing, glassing, electrical, plumbing and steam- 
fitting, etc. Chauffer’s license, willing worker, in New York State or 
Conn. Address Box J-223, care of HarpwarE AGE, New York City. 





HARDWARE MAN has twenty years’ experience representing a general 
hardware line in the Northwest and will consider a general or factory 
line on salary or commission and drawing account. Address Box J-222, 
care of Harpware AGE, New York City. 





SALESMAN: Desires permanent connection with reliable hardware firm 
in New York State. Thirteen years’ experience in selling Builders Hard- 
ware, Tools, Paints, Electrical Supplies, Plumbing and House Furnishing 
line. Best of reference. Address Box J-233, care of HarpwarE AGE, 
New York City. 





SOUTHERN MAN, over twenty years in wholesale and retail hard- 
ware as store manager, buyer, sales manager, wishes connection with 
jobber or retailer anywhere in Dixie. Will consider any reasonable offer 
on account of conditions. Reference exchanged. Address Box J-237, 
care of Harpware Acz, New York City. r 





MAN, 37 years’ of age, married with family, 16 years experience in 
retail hardware and housefurnishing. Thoroughly conversant with latest 
methods of retail merchandising. Can furnish best of reference. Will 
accept anything on condition and proven ability. Address Box J-236, 
care of Harpware AGE, New York City. 





POSITION WANTED—By a man with thirty years’ experience in the 
retail hardware business. Any number of first-class references furnished. 
Address Box J-227, care of Harpware Ace, New York City. 


POSITIONS WANTED 





WINDOW DRESSER AND ADVERTISING MAN desires position. 
Married, 20 years’ experience in the hardware and housefurnishing busi- 
ness, thoroughly experienced in modern display and sales promoting 
advertising. Best of references. Address Box J-238, care of HaRDWARE 
Ace, New York City. 


SALESMAN, Southern States. Southerner, age 30, now employed as 
salesman for company rated AA-Al, desires permanent sales position in 
South. No side line. Willing to travel extensively. Excellent references. 
Address Box J-241, care of Harpware AGE, New York City. 


ACCOUNTANT—OFFICE MANAGER. 28, seven years’ experience, 
credits collections. New York and vicinity. Available immediately. Ad- 
dress Box J-234, care of HarDWARE AGE, New York City. 











~ SALESMAN, married, age 30, with car, in a position to call on hard- 
ware trade in Metropolitan District, desires connection with manufacturer 
or jobber. Address Box J-221, care of Harpware Aczg, New York City. 


HELP WANTED 











SALESMEN WANTED 


An opportunity exists for men who have had an exceptional sales 
record, Our firm desires to —7 substantial men with unquestion- 
able references who after a iod of training will be ad 


Sales Force. Retail or wholesale hardware exp ble but 
not essential. Applicants must be residents of the Metropolitan Dis- 
trict preferably owning a car. Write fully to the MASBAC 


HARDWARE COMPANY, 82 Warren Street, New York City. 

















WANTED: Thoroughly experienced hardware man to act as sales- 
manager and assist in —_——. Must be a man of proven ability and 
capable of handling salesmen. Address Box J-198, care of HaRDWaRE AGE, 
New York City. = 





STATE AGENTS with autos to cover retail hardware trade and sell 
Wonder Weeders and Wonder Lawn Shears. Address WONDER MAN- 
UFACTURING COMPANY, 621 Smythe Bldg., Cleveland, Ohio. 





BUSINESS OPPORTUNITIES 











“AN EXCEPTIONAL OPPORTUNITY 


for investment in hardware business established 1864. 
Northwestern Pennsylvania town; per capita wealth, second 
in United States. Annual sales for past eight years ap- 
proximately $400,000. Modern equipment, good organiza- 
tion. CONTROL OF BUSINESS can be purchased at a 
bargain. Address Box J-246, HARDWARE AGE, New York 
City. 














FOR SALE—Typewriter desk with L. C. Smith typewriter, in excellent 
condition. Detroit 100-lb. counter scale. In perfect condition. Looks like 
new. All kinds of plumbing tools and other store fixtures. Price at sacri- 
= Must dispose of all fixtures at once. G. E. ROWBERG, Benson, 
Minn, 


HARDWARE BUSINESS FOR SALE—A real opportunity—owner 
compelled to retire. Established 11 years, located on main business 
avenue. Good clean stock of Hardware and Mechanics Tools. Very good 
locksmith and repair business. Right party can make a nice comfortable 
living. Address Box J-243, care of Harpware Ace, New York City. 








SALES LETTERS that get orders—new customers—new dealers: direct 
mail plans; general correspondence counsel and help. One letter from 
your day’s dictations analyzed free. I have no assistants—write all copy 
= a plans myself. CHARLES A. BEACH, 1078 Lakeview, 

etroit, Mich. 
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CLASSIFIED OPPORTUNITIES 


SALES REPRESENTATIVES WANTED SALES ACCOUNTS WANTED 

















= 
LOCAL DEALER OR SALESMAN : . 
wanted who is personally acquainted with his CITY Salesman Covering the Six New England States 
OR TOWN OFFICIALS. Can earn liberal commis- to the hardware jobbing and manufacturing trade wants 
MUNI oon Srneir ciche COMPORATI ON additional lines commission basis. Best of references. 
M Address Box J202, HARDWARE AGE 


299 BROADWAY, NEW YORK CITY 




















on ps “ ooaaing + and ee ha = 
South men to sell our line o og furnishings, straps, and leather 
speciaities. Can be carried as side line. Commission proposition and s WES BAYS eae, Rae A gd gg WHOLE. 
splendid opportunity for a WORKER. References required. State terri- ALE AND RETAI HAR WARE, SPORTING GOODS, STATION- 
tory covered and lines carried, if any. Address THE LEATHERCRAFT | ERY AND DEPARTMENT STORES IN ALL PARTS OF U. S. A. 
COMPANY, N. W. Cor. 5th and Commerce Sts., Philadelphia, Pa. gprs pn plier Pedy gg LINES FOR WHICH 
EXPERIENCED young salesman wanted to travel exclusively for old WE ARE NOT JOBBERS. HAVE NEW YORK WAREHOUSE AND 
and established manufacturer calling on hardware, electrical and plumbing SHOWROOM. ARE EQUIPPED TO COVER ANY SECTION OF 
jobbers throughout eastern territory. Salary and expenses paid. Address U. S. A. BRING YOUR SALES PROBLEM TO US, WE CAN 
reply to Box J-235, care of HaRpwaArRE AcE, New York City. HELP YOU. ADDRESS BOX J-204, CARE OF HARDWARE AGE, 


SALESMAN WANTED—Calling on Hardware and Housefurnishing NEW YORK CITY. 
Jobbers in Metropolitan area to introduce a new household necessity, the 

















ee See 2 — Ray gg gg og : DO YOU manufacture a good specialty for the building line and want 
CRASH CHEMICAL CO., New Brunswick, N. J. ‘ it sold to the jobber and dealer ? A manufacturer s agent who knows the 
trade in the metropolitan district is interested in selling a non-conflicting 
article of merit on a commission basis. Address Box J-245, care of 





SALESMEN WANTED—To carry a high grade line of dog collars. c : i 
Can be sold to leading hardware, sporting goods, leather goods and de- Harpware Ace, New York City. 
artment stores. Would make a profitable B. « line. Straight commission 
asis only. Men with cars preferred. Address Box J-197, care of 
Harpware Ace, New York City. 

















ROPE SALESMAN WANTED. 100 per cent pure Manila rope, 14c. a 
Ib. basis. Fast selling side line, five per cent commission. United Fibre Have You a Good Distributor 
Company, 82 South Street, New York City. _ 

igh gM meg oe yet Med D ngpmeon igen requires the _- of for New York City and 
men who have had considerable experience selling stoves to dealers on the > ° 
East Coast and Southern States. Give particulars in first letter. Address Adjacent Territory? 


Box J-244, care of Harpware AGE, New York City. 





An old established hardware house of the highest reputa- 





SALESMEN—Resident of Chicago or vicinity with following among * Maer ‘ 
jobbers and large retailers in Middle West to represent established line of tion for more than a half a century is in a position to 
pred tools _, hardware specialties on commission basis. Address Box handle additional hardware lines in the Metropolitan Dis- 
5-242, core of Hanowsns Ace, New York City. trict. Our salesmen cover the higher grade of retail 
‘ WANTED —Resident commission salesman for an established line of stores throughout this territory and can take care of a 
ocks and Brass Hardware for the states of Texas and Louisiana. Ad- few more lines of hardware of quality high enough to 
dress Box J-239, care of Harpware Ace, New York City. match our other lines. Address Box No. J-240, care 





Harpware AGE, New York City. 





WANTED: Salesmen for me grade Hack Saw Blades. Exclusive 
territories. Attractive prices. iberal commission. Address Box J-208, 
care of Harpware Acz, New York City. 
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TELL YOUR NEEDS TO THE WHOLE 
WORLD OF HARDWARE - 











Secure a Position, Locate a Salesman or Representative, Hire 
an Employee, Choose a Partner, Sell a Business, Rent a Store, 
or Profit to the Fullest by your share of Business Opportunities 


Make your wants known in the 
CLASSIFIED ADVERTISING SECTION 
of 
HARDWARE AGE 


PT Tee ae ae ae ae = 
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A startling low price on a blotorch that bears 
the Turner name. 

Yes, the No. 30 is “Profit Priced for you.” It is 
the blotorch that is bought by non-professional 
mechanics, by home owners and by farmers. It 
is the tool that comés in so handy in the amateur 
workshop where the application of heat is quite 
frequently desirable. 

The No. 30 is a wonderful piece of workman- 
ship. It is sturdily built and contains a patented 
parachute principle pump, with automatic lubri- 
cator, that delivers ample pressure to a single 
needle, special composition bronze burner produc- 
ing 1700 degrees of heat. It burns ordinary 
motor fuel and generates quickly, operating in 


any position. 
Ask your jobber or write 
for your prices. 











Spring Hinges of Quality 


~~(CHICAG 
SPRING HINGES 


Ghere Is No Substitute for Quality 


That is why the Chicago 
Spring Hinge Company 
y by correct design, quality 
} of materials used and 
f} workmanship aims to 
—} make “Triplex” Lavatory 
Door Spring Hinges the 
best on the market. 


For the same_ reason 
Owners, Architects and 
Contractors, who strive 
to build with credit to 
their name or profession, 
select Chicago Spring 
Hinges for buildings which they plan and erect. 
Hardware Dealers will find “Spring Hinges of 
Quality” easier to sell. 


Send for New Catalogue No. H47 





Type 2242 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U.S.A. 














Rivets 





WOOD SCREWS 


Roofing Nails Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigley, Detroit 
Milten Pray Co., San Francisco, Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 





ROMAN 
14 & 16 Mesh 


Stock 


and Profit with 


UALITY 
Product 


LIGH 
14-16-18 Mesh 
ARK 
14-16 Mesh 


Cloth 
in all grades 


PREFERENCE= Contined See wi experince bnyrs everwhere, ad the “incenngsembe 


6 oe of our adherence to the standards of QUALITY 
hte adie cs? cree dae 


The Gilbert & Bennett Mfg. Co. 


New York City 


Established 1818 - America’s Oldest Woven Wire Factory- Manufacturers 


WIRE CLOTH, NETTING and FENCING 
Galvanised Steel Wire Cloth in all Meshes and | Gauges 


San Francisco 
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Th’ “Hivinly” Hod— oy, 


—‘An’ th’ good A. poNe P) 






father has always 


told me, that they'll 








be givin’ mea harp S$ =Abs 

whin Oi go to 4 

Hivin’ an’ Oi'll sit = +; 

an’ play sweet ek’ 
} 


music all the day— 


But, O’im av the opinion, an’ begorrah, it will 
plaze me better, that phwat they'll be after givin’ 
ould Pat will be anither hod—a golden wan, sit 
with di’monds—that’ll carry a da-cent load with- 
out la’kin’ all over a gintlemin’s shoul-dher.” 


NEVER DRIP STEEL MORTAR HODS 


Cannot leak. Made entirely of steel with wooden 
shoulder saddle and handle. 
fork pressed from heavy gauge steel. 
only 11 Ibs. 


Edges reinforced— 
Weight 


Get a stock in. They 
sell easily with an 
excellent profit. 
Write today for 
prices. 





The Cleveland Wire Spring Co. 
CLEVELAND, OHIO 














Replace it 
with ..A 


KIMBALL 


ee 


Is your elevator old 
and shaky? Why not re- 
place it with a Kimball 
machine—They are com- 
pact, powerful and safe— 
Tell us the job it has to do 
and let us submit prices and 
data on machine to do it. 


What areyour requirements? 
We have an Engineering 
Dept. to aid you. Write us! 


KIMBALL BROS. CO. 


1205-19 Ninth St. 


Council Bluffs, Ia. 6AA 


a J 
































To Save 


Furniture 
Floors 
Rugs 





Tc Create 


Quiet 





Lf 
~ Retail price 
10¢ set of 4 





INSIST ON GENUINE 


DOMES 


of SILENCE 


Sizes to fit on all furniture. 
Cost dealer $9 per gross sets, sell for $14.40 
If your Jobber cannot supply you— 


Write us direct. 


We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, Radio Felt Feet, 
Insulated Slides, etc. 





DOMES of SILENCE, INC. 


35 Pearl Street 


New York City 











and 


Bell Hanger’s 


Electrician’s 


Drills 


Homes and Buildings 


cannot be wired for 
Telephones, Electric 
Lights and Door Bells 
without these drills. 


Consequently a constant 





market. 


THE STANDARD TOOL ((0. 


CLEVELAND Chicago 


New York 
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Pulled His Business 


Out of the Fire 


Iowa Dealer Had a Good 
Year in 1930 


His Plan Is “Will the front of my store be covered with 


a sign—For Rent?” This question was worry- 


Recommended ing a hardware dealer in Iowa. He is now 
proud of the fact that he had a very successful 
for 193 1 year in 1930 while retail stores were blowing 


== ee ma. Sart up all around him. 
a a ae 7 A. ew ew Oe 3 ‘ 








What he did, you can do. This dealer shut 
his eyes to hard times and asked us to bring 
his store up-to-date. He Warrenized. Not 
only installed new Warren Fixtures, Display 
Tables and Counters, but used Warren Store 
Engineers’ recommendations in laying out 


and planning the new store. His good sense 





paid. He had put his finger on what was wrong 
with his business, and is smiling confidently 


at 1931’s prospects. 


Do you recognize how worried this Iowa 
Dealer was?—and how he is now relieved? 
Let us tell you, without obligation, how we can 
step-by-step, or all at once, Warrenize your 


store. Send the coupon. 





J. D. WARREN MFG. COMPANY 
208 W. Washington St., Chicago, III. 


SECTIONAL DISPLAY EQUIPMENT 





pa a ee ee ey ee eee 
' J. D. WARREN MFG. CO., 208 W. Washington St., Chicago, IIl. a ee Ee ee rr ee ene Te ree eee re ree a 
i We want to know more about Warren Fixtures and Correct Store i 
: Arrangement. ? Please send ak 3 MR io 58d. 6.5 oso G. So RR ORO ew Oe ee OS Eee wee Sele bine ers : 
1! (The New No. 31 Warren Fixture Catalog. . 
1 [] The Warren Display Table Folder. ; ; : 
r] [] The No. 330 Information Sheet for Suggestive Store Arrangement. 7) OT RE eS nt Ce ee H 
' J Without obligation, please have your Store Engineer call when in res tos 5 
t our vicinity. HA 4-2-31 4 
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SHAPLEIGHS (5 ‘DIAMOND 
LOCK SETS AND TRIMMINGS 














NEW « » 


MODERN « » 


UP TO THE MINUTE 


They Have Eye-Appeal Which Pleases The Most Exacting Customers 





We Show Here a Few of Our Latest Patterns 





(METAL KNOBS) 
LA VERNE DESIGN 


Executed in Wrought Metal 
Brass and Steel 








a 
All Patterns 
W ith 
Glass or Metal 
Knobs 








(METAL KNOBS) 
LA CONA DESIGN 





WECARRY at all times a 
well-balanced selection of the 
entire range of hardware requir- 
ed in the erection of all classes 
of structures from the modern 
skyscraper on downto the most 
ordinary town and country 


jobs. 


OUR SERVICE DEPART- 
MENT is excelled by none. 
Its experts are fully qualified to 
assist our customers in the prep- 
aration of estimates as well as 
in the solution of the various 
problems which so frequently 
arise. This assistance is cor- 
dially offered to all our cus- 


tomers. 








(GLASS KNOBS) 
LA BREA DESIGN 





Finished In 
Antique Brass 
Sanded Brass or 











Dull Nickel 
r 


(GLASS KNOBS) 
LA MANN DESIGN 
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Ask Our Salesman 
to Show You 


Our Complete Line 
Most Discriminating 7 
























































Shapleigh National Series 














